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The Wavy Lines are a La Monte Trade Mark. 


Planned Protection 


Protective devices don’t just happen. They come 
into existence through a definite safety need. 
Emergency Exits are today standard equipment 
for every bus that travels America’s streets and 
highways. But it was not until the early 20’s that 
forward-looking transportation men and bus 
manufacturers, working together to give the 
public the utmost in comfort, convenience and 
protection, brought this safety device into gen- 
eral use. )) })} Nor have we always had safety 
paper for checks. It was not until 1871, when it 
appeared that fraudulent alterations were reach- 








ing alarming proportions, that George LaMonte 
invented safety paper. )) ))}) The story of George 
LaMonte & Son is typical of the American Tradi- 
tion: the development of a product for which 
there was a real need... the continuing improve- 
ment of that product through research... the 
merchandising of that product so energetically 
and thoroughly that bankers everywhere 
learned of its value and advantages. )) )) And 
LaMonte Safety Paper has come down through 
the years —the recognized and established lead- 
er in the field of check production. 


For Samples of LaMonte Safety Paper see your Lithographer or Printer—or write us direct. 


LA MONTE 


GEORGE LA MONTE & SON 


NUTLEY, NEW JERSEY 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 
protection against counterfeiting — saves Banks sort- 
ing time — helps prevent errors, 
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LETTERS 








Long Live America 


Srrs: At last we are liberated. Long 
Live America! 

We have reopened our branch. All the 
bank’s library books, banking magazines 
and other literature were burned. My per- 
sonal magazines and most of my banking 
books were also lost. May I earnestly 
request you to forward me all copies of 
The Burroughs Clearing House beginning 
with the issue for January, 1942? May I 
also request that my name be reinstated 
on your mailing list? 

EMILIANO R. BALOCATING, 

Cashier and Acting Manager, 
Philippine National Bank, 
Davao City, Philippines 


e ¢ * 


Left-Handed Checks 


Srrs: We thought you might be inter- 
ested in a recent innovation we have 
instituted for left-handed persons. It is 
a left-handed check book with blank 
checks on the left and stubs on the right. 

As we pointed out in our advertisement, 
this isn’t just a stunt. It’s that we are 
trying to be of service to all customers. 

P. L. RORABACK, 

Executive Vice-president, 
Federation Bank and Trust Company, 
New York, New York 


> ° 


Farm Program 


Sirs: Enclosed are copies of two book- 
lets recently prepared for our department. 
We are making good and satisfactory 
progress in the desirable short-term farm 
loan business which in recent years has 
been going to competing agencies. It 





Gaak Credit 


iS THE BEST FARM CREDIT! 





appears now that our loan volume in this 
department will be at least twice as great 
or possibly more than last year. We feel 
that we have a good program and we are 
making every effort to create good will 


among farmers and among _ banks. 
JAMES BisHop, JR., Manager, 
Agricultural Development and 
Loan Department, The First 
National Bank and Trust Company, 
Macon, Georgia 
« * 


The 5¢ Plan 


Srrs: Our bank, after conducting a survey 
for several months, decided to inaugurate 
a pay-as-you-go checking account system. 
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OHIO CITIZENS 


TRUST COMPANY 
OHIO BUILDING + MADISON AND ST. CLAIR 


Member federal Reserve ond F.0.1.C. 








The first problem was the type of 
account we should have. We debated the 
merits and demerits of selling check books 
at a fixed fee and of charging on the basis 
of checks drawn and deposits made. We 
came up with a predominance of opinion 
in favor of the latter. 

Our next problem was to arrive at a 
name. We conducted a contest among 
employees with prizes in War Savings 
Bonds and Stamps. The judges were three 
local advertising managers. Their judg- 
ment was that the name which most 
adequately described the plan and em- 
bodied a considerable amount of adver- 
tising appeal was the “5¢ plan.” 

Tuomas H. Ki ey, Vice-president, 

The Ohio Citizens Trust Company, 
Toledo 3, Ohio 
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Payroll Problem 


Strs: In New York State employees 
must be paid in cash unless they are given 
time off to cash checks or unless some other 
arrangement is made. 

Most companies of any size would 
prefer to pay by check because it gives 
them better control of cash, minimizes 
errors, and provides a receipt. In investi- 
gating the way out of this problem, we 
have found one or two companies that mail 
employee checks directly to a bank, em- 
ployees are given a check book and pay a 
nominal service charge because of the 
small number of checks they draw. 

I have in mind that banks should sell a 
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blanket service to employers which would 
provide checking accounts for all em- 
ployees. The cost of operating these 
checking accounts on a mass or group 
basis should be determined and absorbed 
by the companies. If it is worth fifty 
cents a month to a company to draw four 
payroll checks the company should reim- 
burse the bank for some part of that fifty 
cents to defray the cost of operating the 
employees’ checking accounts. 
P. H. LittTLeriE.p, 
Vice-president-Treasurer, 
Canada Dry Ginger Ale, Incorporated, 
New York 17, New York 
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In the TREND of BANKING 





The Changing Theme 


As the American Bankers Association 
goes into another year under new officers, 
it can be expected that its program will 
follow the changing emphasis from war 
to peace, 

Thus, while the Service for War Veter- 
ans theme which characterized the Burgess 
administration will continue to be of im- 
portance, there is certain to be special 
stress laid upon such activities as consumer 
credit in all its phases, and in amortized 
loans to business. Thrift, not to finance 
war but to assure a sound peacetime 
economy, will be another keynote. 


In addition to Frank C. Rathje, whose 


views as incoming A. B. A. president are 
covered in the article which begins on 
page 15 of the current issue, responsibility 
for the year’s. program will be vested in the 
hands of C. W. Bailey, president, First 
National Bank, Clarksville, Tennessee, the 
new A. B. A. vice-president, and S. Albert 
Phillips, vice-president, First National 
Bank, Louisville, Kentucky, who succeeded 
Wilmer J. Waller, president, Hamilton 
National Bank, Washington, D. C., as 
treasurer. Their election was ratified by 
the Administrative Committee of the 
association, following a mail balloting of 
the Executive Council. 

Division heads. The following were 
elected to direct the affairs of the A. B. A. 
divisions for the year: 

National Bank Division: President, 
Norfleet Turner, president, First National 
Bank, Memphis; vice-president, Carl K. 
Withers, president, Lincoln National Bank, 
Newark. 

Savings Division: President, Myron F. 
Converse, president, Worcester Five Cents 
Savings Bank, Worcester, Massachusetts; 
vice-president, Fred F. Spellissy, vice- 
president, Market Street National Bank, 
Philadelphia. 

State Bank. Division: President, H. N. 
Thomson, vice-president, Farmers and 
Merchants Bank, Presho, South Dakota; 
vice-president, James C. Wilson, president, 
First Bank and Trust Company, Perth 
Amboy, New Jersey. 


Trust Division: President, James W. 








F. M. Knight urges face-to-face 

selling by banks in Victory Loan 

Drive, as the A. B. A. stimulates 
interest with “Campaigner” 





Allison, vice-president, Equitable Trust 
Company, Wilmington, Delaware; vice- 
president, Evans Woollen, Jr., president, 
Fletcher Trust Company, Indianapolis. 
State Association Section: President, 
Ray O. Brundage, executive manager, 
Michigan Bankers Association; vice-presi- 
dent, J. Carlisle Rogers, vice-president, 
First National Bank, Lessburg, Florida. 


o Sf 7 


Victory Loan Drive 
Vs. Bond Redemptions 


As mounting war bond redemptions lent 
new emphasis to the current Victory Loan 
Drive, Francis M. Knight, chairman of the 
A. B. A. Committee on War Bond Drives 
and vice-president, Continental [Illinois 
National Bank and Trust Company, 
Chicago, continued to stress the greater- 
than-ever importance of “face to face 
selling.” 





“The need for the Victory Loan is just 
as valid but not so obvious,” Mr. Knight 
stated, “and to overcome this the selling 
of Victory Bonds calls for informal friendly 
conversations with the prospect.” He also 
urged banks to engage in competitive sell- 
ing and to keep accurate scores of teams of 
individual workers as incentives in the 
competition. 

To st.mulate bond selling activity and 
to present sales ideas, the A. B. A. com- 
mittee is publishing three editions of the 
“Victory Loan Campaigner,” in eight- 
page tabloid newspaper format. 

In a letter addressed to the banks of the 
country, Seeretary of the Treasury Vinson 
asked for their co-operation in selling at 
least $4 billion of bonds to individuals, and 
in holding indirect participation of com- 
mercial banks to the very minimum. He 
pointed out that from an anti-inflation 
standpoint, it was still highly desirable to 
channel as much as possible of the avail- 


As new division presidents, they will have a part in adjusting the A. B. A. program to peacetime 
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able non-bank funds into Government 
securities. 

Growing problem. While the tide is 
expected to turn temporarily during the 
Victory Loan Drive, the fact is that the 
Treasury’s program to borrow heavily from 
individuals is tending to break down with 
the war’s end, and increased reliance on 
borrowing from banks and other financial 
institutions to finance the continuing 
Federal deficit can be anticipated in the 
future. 

Most bankers probably recognize from 
their own institution’s experience that 
bond redemptions have rapidly mounted 
since V-J Day. The Treasury figures dis- 
close a marked national trend in this direc- 
tion. They reveal that twice as many 
bonds are being redeemed as a year ago, 
and that in September the redemptions 
exceeded sales by more than a. nerrow 
margin. It is reported that the Treasury 
anticipates that by January 1, sales will 
regularly lag behind. redemptions. In- 
creased unemployment and the appearance 
of consumer goods on the, market may 
accelerate the trend. 

During the war the banking system 
absorbed 26 per cent. of the increased 
Federal debt . and - non-banking. sources 
74 per cent. That ratio is now likely to 
undergo a marked revision, which will add 
to inflationary pressures. 
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Bank Construction 


All signs point to a veritable wave of 
bank remodeling and new construction as 
soon as present material scarcities and 
other handicaps-are erased. 

A number of banks have already gone 
ahead with such plans, despite the difficul- 
ties involved. Since it is somewhat typical 
in size, and its problem was a familiar one, 
the remodeling and enlargement of the 
Bank of Tupelo, Tupelo, Mississippi, is of 
broad interest. ‘Before and after’ photo- 
graphs are reproduced on this page. 

The Bank of Tupelo is located in a corner 
building, 25 feet wide and 100 feet long. 
Prior to the remodeling, the banking room 
was in front; behind it was the vault, then 
a bookkeeping room, directors room, and a 
storage room. 








We will let President J. P. Nanney pro- 
ceed from this point. He writes: ‘Since 
December 7, 1941, our deposits have in- 
creased from $2,000,000 to more than 
$6,700,000, so it was necessary for us to 
have more lobby and working space. We 
moved the vault back 20 feet. We have 
a small bookkeeping room behind the 
vault and moved the directors room up- 
stairs. with an inside stairway. We now 
have seven tellers’ windows, an open office 
with three desks, and a private office with 
a desk which will accommodate five or six 
people. 

“Before we remodeled, our ceiling was 
metal, so there was considerable noise. 
The new ceiling is now made of acoustical 
material and it is much quieter in the office. 
We installed the low type fixtures and find 
them very convenient and satisfactory. 
Installation of two solid steel 6-inch vault 
doors considerably reduced our insurance 
rate.” 

Saw-tooth counters. Adoption of tell- 
er’s counters of advanced design is a 
feature of the new branch office opened 
recently at Essex, Maryland, by the Balti- 
more National Bank. Instead of a long, 
straight counter paralleling the side walls, 
the branch has counters of saw-tooth con- 
struction, as shown in the accompanying 
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»\  ~ Before and after remodeling in a typical country bank, The Bank of Tupelo, Tupelo, Mississippi 


illustration on this page. Each teller thus 
faces the bank’s entrance and serves deposi- 
tors at his individual station. The deposi- 
tors, upon entering the bank and finding 
the tellers facing them, tend to get into 
line without the customary delay and 
confusion. More important, they also ° 
tend to remain in the line which they 
originally entered, instead of moving from 
line to line as one appears to be advancing 
more rapidly than another. Greater 
privacy for customers, and better oppor- 
tunity for tellers to concentrate on serving 
them, are other advantages claimed for the 
new counter stations. 
. oe 


Public Relations Coup 


The status of a bank’s public relations, 
it is commonly acknowledged, is based 
primarily upon how efficiently and how 
courteously the staff handles the ordinary 
transactions which comprise the day-to- 
day routine. And this, in turn, is depend- 
ent upon the maintenance of good internal 
relations within the bank. 

However, there are occasions when the 
alert and public relations minded institu- 
tion can capitalize on an external situation 
to enhance its good will account. An out- 


Baltimore National Bank branch likes its “‘zig-zag” teller counters 
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Speedy Movement of Funds 


Our Money Transfer Department renders fast 
and efficient service in transferrmg funds and 
our facilities are always at the disposal of our 
Correspondent Banks. We are prepared to offer : 
suggestions on special problems regarding the 


transfer of funds to or from any point. 
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A Partial List of Bankers Trust Company Services to Banks 
Collection of Par and Non-Par Servicing Loans to Brokers and Commercial and Travelers Letters 
Checks Dealers ” of Credit 











Participation with Correspondent 
Banks in Loans to Local 
Enterprises Consultation on Pension and 

Profit-Sharing Plans 


Collection of Notes, Drafts, Safekeeping of Securities 
Coupons, Matured Bonds and 


Other Items (Domestic and 























-Foreign) Dealers in United States Govern- ; 
ment, State and Municipal Co-Paying or Exchange Agent, 
Transfer of Funds, Remittances Securities Co-Transfer Agent or Registrar, 
and Domestic Money Orders : and Co-Depositary 
Investment Information 
: ; Trust and Reserve Accounts 
Credit Information 








Receipt and Delivery of Securities 





International Trade and Foreign 
Banking Facilities 
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Commercial Paper Purchases 
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standing example of this is provided by the 
Southwest Bank of St. Louis. 

The occasion was the extended news- 
paper strike in St. Louis this fall, which 
deprived the local populace of its favorite 
comic strips and, incidentally, its primary 
source of news information. 

One of the Southwest Bank officers, 
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lamenting the non-appearance of his daily 
paper, had this happy inspiration: “Why 
can’t we obtain newspapers from Chicago 
for our customers and ourselves?” 
However, phone calls to Chicago news- 
papers brought negative results, due to 
the paper shortage. So the bank rushed 
an officer by plane to visit the Chicago 
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Banks throughout the country appreciate 
the emphasis which this bank places on 
prompt action, no matter how difficult or 
unusual the situation may be. When you 
have business in New England, you can 
rely on the Shawmut for effective results. 


“*Outstanding Strength’’ for 109 Years 
The National 
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publishers. He presented his case so well 
that he obtained commitments from the 
two morning papers to supply copies daily 
as long as required. 

Thereafter, as long as the strike lasted, 
employees from the bank personally dis- 
tributed the Chicago papers to selected 
customers, who were warm in their appreci- 
ation. It is also reported that as a result 
of the publicity and good will which 
accrued, the bank received quite a few 
new accounts. 
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Chase Bank’s Sales Finance 
Plan for Utilities 


Details of a new plan for the financing 
of household electric and gas appliance 
sales have been sent to public utility 
operating companies throughout the coun- 
try by The Chase National Bank of the 
City of New York. Under the plan, 
developed by the Public Utilities Depart- 
ment of the bank, the public utility com- 
panies, through their own billing and 
collection departments, and not the bank, 
will handle the individual consumer credits. 

Known as “The Chase Confirmed In- 
stallment Paper Credit,” the plan is 
described as’ equally adaptable to com- 
panies which sell merchandise directly and 
to companies which co-operate with dealers 
by helping them to finance their sales of 
appliances. 

No commitment fee. The new Chase 
Plan provides for the establishment of a 
credit under which the utility company 
may receive advances at its election up to 
a dollar amount specified in the credit. 
There is no commitment fee for the credit 
and there is no obligation on the part of 
the utility company to borrow. The credit 
specifies a rate of interest, firm for a year, 
to be paid on the actual funds borrowed. 
Borrowings under the credit are repayable 
without penalty at the utility company’s 
option. 

The utility company under this credit is 
required to hold its installment paper un- 
encumbered in its portfolio and to make a 
monthly report to the bank, on a form 
provided, of the total amount of paper 
owned by it, with a statement that not less 
than a specified amount comprises qualify- 
ing paper, together with a confirming 
statement of the amount owed to the bank 
under the credit. Qualifying installment 
paper is defined under the credit to mean 
any evidence of indebtedness (conditional 
sales contract, lease, etc.) payable in not 
exceeding forty-eight approximately equal 
monthly installments, of which not more 
than two such monthly installments are in 
arrears. 

The same monthly report provides a 
space for the utility company to apply for 
an advance, which within the limits of the 
credit may be for the face amount of its 
eligible paper held (including the finance 
surcharge). It makes no difference to the 
bank whether such paper arises from the 
sale of merchandise by the utility company 
or whether the merchandise has been sold 
by dealers as long as the utility company 
owns the paper. 

Permanent credit. There is no pledge 
of installment paper by the utility com- 
pany and the utility company is obligated 
to repay (except under termination of the 
credit) only when it is necessary to reduce 
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The Chase National Bank 


OF TRE CITY OF NEw YorK 


CONFIRMED INSTALLMENT PAPER CREDIT 





New York 13, N. ¥. 
QUTSTANDING PEATURES— 
<tepomnnsionde NO noes 
NO GBLIGATION to borrow CONTINUOUS availabiity of funds 
RATE FIRM for one year REPAYABLE without premium 
o NO pledge of paper 
etwpble paper eid tinchu ding finance LOW money cost 
and inetailanon ONE ample monthly report 











Dear Sirs: 

In response to your Company's request and based vpoo information thet your 
Company bas furnished to us with reference to its current financial condition and 
Opemrions, we are plessed to confirm to you a credit of $——— __-__.__, 
to be available for the purpose of financing ume payment sales of elecric end gas 
appliances to your Company's customer, upon the conditions following : 

1 This credit may be availed of, up to its maximum amowat, by the Company oa the manthly 


sectiement dare (designaced by ix in advance) in each calendar month, for an aggregece 
dotlar amount equivalent to che aggrezare unpaid principal amount of qualifying insealiment 


paper certified by the Company to have been held by it on che fast day of the then nest 
preceding calendar month. Qualifying insealimen: papet shall mean sad include each 
evidence of indebeedness (whether in rhe form of « condimonal sales consract, lease, chattel 
mortgage of other similar inserament) owned by che Company and execusrd by an electric 
Of gas service customer of the Company ss consideration for such cussomer’s purchase of an 
electric of gas appliance soi payable in nor exceeding 48 approximately equal monthly 
instaiimenss, of which not more than 2 monthly rastaliments are in amears. 








FORM OF MONTHLY CERTIFICATE 


‘Tue CHass Nanrionat Bank oF The Crry or New Yorn, 
18 Pine Sereer, (1-56) 
New York 15, N.Y. 


CONFIRMED INSTALLMENT PAPER CREDIT No 


Dest Sirs 


' Co aes eS 


e 
2 ti ee is made or the sceonar of f 98 sbove ulsberedIasatlment Paper Coed 
advance heres requesed 
A gring ct che {ene hacen nce, % mre othe emaining balance due 
& you on account of this Cardit to be $. _ 
advance herein tequesred) 

5 ta supp of the | ee ae satemene | we cet 0 ow CRE OB ee a, 
the aggregare usipard principal amount of imscaliment paper owned and held by us wes 
«. hit = of which gon less cham $ gommprised qualifying 
Sealieses pipe tin ddlaabs the above oumbered Installment Papee Credit) and all of 
which was and 15 unassigned, unpledged and free of any lien or other encumbrance. 


Very truly yours, 








Agreement establishing installment credit 
and, -elow, simple monthly report 


the unpaid balance of. the advance to the 
face amount of qualifying installment 
paper owned by the company. Thus the 
credit remains in effect from month to 
month and may continue from year to 
year until terminated. 

No promissory notes are required for 
advances. Until the credit is terminated, 
the company may elect to use all or any 
part of the funds available to it. 

Advantages cited. Many utility execu- 
tives believe that the utility company is 
the best judge of its customer’s credit and 
that the company’s regular billing and 
collection departments can service the 
paper most economically. The acquisition 
of installment paper, whether direct or 
through dealers, permits the company to 
exercise reasonable surveillance over the 
type and quality of appliances offered to 
its customers, and since the company is 
primarily interested in maintaining satis- 
factory customer relationships and in pro- 
moting the sale of its services, it may 
direct its collection efforts with this in 
view. By reason of its recognized credit 


standing, the company can obtain the 
necessary funds to carry this paper on a 
low cost basis. It can obtain under the 
Chase Plan not only the cash sales price of 
the appliance, but the finance surcharge, 
it need not utilize any of its normal work- 
ing capital, its ordinary credit line should 
not be curtailed, and with an adequate 
surcharge it can obtain funds which should 
cover in advance all costs of billing and 
collection and losses arising through 
repossession. 

To summarize, the Chase Plan assures 
a firm rate for low-cost money, continuous 
availability of funds, no notes, no pledge 
of paper and one simple monthly report 
made up from information easily obtained 
from company records. The bank adds: 
“It provides a simple, direct, and eco- 


nomical credit to stimulate and broaden 
the sale of gas and electric appliances.”’ 
RRS eae 


Credit Men’s Conference 


Last fall at annual conference in Chicago, 
the Robert Morris Associates introduced 
the innovation of having the program 
largely based upon active membership 
participation, with various chapters pre- 
paring discussions on timely questions 
uppermost in the minds of bank credit 
officers. It was felt that within the mem- 
bership itself there resided an unexcelled 
source of information on practical phases 
of bank credit work, and that advantage 
should be taken of this fact in preparing 
the conference programs. 











Fifth Ave. at 44th St. 


Due from Banks and Bankers 
U. S. Government Obligations . 
Loans and Bills Purchased . . 
Public Securities. . . ‘ 
Stock of the Federal Reserve Bank 
Other Securities and Obligations . 
Credits Granted on Acceptances . 
Accrued Interest and Accounts 

Receivable . . . Roe 
Real Estate Bonds and Mortgages ; 


Guaranty Trust Company of New York 


140 Broadway Madison Ave 
LONDON PARIS 
Condensed Statement of Condition, September 30, 1945 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


.$ 83,475,589. 29 


at 60th St. 
BRUSSELS 


- $ 590,835,321.19 
7 . . * « 2,006,523,38 1 41 
. 854,413,726.10 





Bank Buildings. .... . 
Other Real Estate. . .. . 


Total Resources 


Capital . . e . e . . 


7,800,000.00 
28,375,658.47 
2,274,116.69 
10,267,159,.19 
1,546,638.46 
133,739,162.10 
Te a ee 9,178,760.19 
ee HE Gh", 713,059.65 


LIABILITIES 
* $ 90,000,000.00 





- $3,595,403,410.64 
—————— 











Surplus Fund. . .... .- 000.00 
Undivided Profits .... . 50,313,121.56 
Total Capital Funds . o « © « « § $10,818,121.56 
General Contingency Reserve . 35,331,658.05 
Deposits. * . $3,211,652,821.37 
Treasurer’s Checks Outstanding 7,139,742.45 
Total Deposits . . . . . . +. »« +  %8,218,772,563.82 
Acceptances . . of. pition 5,136,661.95 
Less: Own Acceptances 
Held for Investment . . . 2,862,545.26 
$ 2,274,116.69 
Liability as Endorser on Accept- 
ances and Foreign Bills . . 137,311.00 
Dividend Payable October 1, 
1945 ° - «  2,700,000.00 
Items in Transit with Foreign 
Branches and Net Difference 
in Balances between Offices 
Due to Different Statement 
Date of Foreign Branches . 762,050.36 
Accounts Payable, Reserve for 
Expenses, Taxes, etc.. . . 25,112,589.16 
30,986,067.21 


Total Liabilities . . . . . « $3,595,403,410.64 
eel 


Securities carried at $716,025,032.17 in the above Statement are pledged to qualify for 
fiduciury powers, to secure public moneys as required by law, and for other purposes. 


This Statement includes the resources and liabilities of the English, French, and 
Belgian Branches as of September 26, 1945. 


Member Federal Deposit Insurance Corporation 
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The idea worked out so successfully that 
it is being repeated at this year’s annual 
conference of the Association, being held 
November 18-20 at French Lick Springs 
Hotel, French Lick, Indiana. Following 
an opening address by Arthur R. Upgren, 
formerly economist of the Federal Reserve 
Bank of Minneapolis and now associate 
editorial editor of the Minneapolis Star- 
Journal, the following papers will be pre- 
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sented for discussion: 

Chicago Chapter, “Management Engi- 
neering as an Aid to the Bank Credit 
Department.” Ohio Valley Chapter, ‘‘Ac- 
celeration of Obsolescence as a Result of 
the War.” Philadelphia Chapter, “The 
Relation of Deposit Trends to Loan 


Policy.” St. Louis Chapter “Finance 
Companies’ Post-War Needs for Bank 
Credit.” 








in the new world of today. 


is essential. 


— 
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A Foreign Department Rich in 
Experience... Complete in Service 


Long years of experience in serving importers, exporters and 
banks have equipped us to be of particular value to business 
in foreign markets now becoming active. 
Foreign Department is staffed by men who can give con- 
structive assistance in problems confronting foreign traders 


Through direct connections all over the world with corre- 
spondents who are leading banks, we are equipped to provide 
complete and modern Foreign banking service of every kind— 
especially where familiarity with local conditions and customs 


We invite banks without foreign departments to use the 
facilities available at Corn Exchange. 


CHANGE 


Y] 

‘ND Trust COMPANY 
ILADELPHIA 

Established 1858 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Corn Exchange’s 
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a W. offer complete facilities for 
the prompt handling of collec- 
tion and transit items in one 


of the country’s increasingly 
important industrial areas. 


x 
FIRST NATIONAL BANK 


IN ST. LOUIS 


Broadway-Locust-Olive 


MEMBER FEDERAL DEPOSIT 


INSURANCE CORPORATION 





On Improving the FHA 


Opinions on ways in which the FHA 
might be improved are aired in an interest- 
ing symposium on the subject in “The 
Mortgage Banker,” published by the 
Mortgage Bankers Association of America. 

W. G. Wallace, Minneapolis mortgage 
banker, declares that there seems to be no 
reason now why anyone can borrow up to 
90 per cent of value for 25 years on a new 
home while the owner of an existing dwell- 
ing can borrow only 80 per cent for 20 
years. This opinion is also held by Fred L. 
Chapman, president of the Minneapolis 
Mortgage Bankers Association, who states 
that “penalizing existing construction by 
granting only 80 per cent loans is not a 
stabilizing factor in maintaining values.”’ 

Mr. Chapman further suggests that 
Congress has not been liberal enough with 
FHA in appropriating money for its 
activities, and says the agency would be 
far better prepared for its post-war tasks 
if the Budget Bureau and Congress had not 
rejected FHA’s request for funds to in- 
crease its depleted staff. 

Faster processing. Leslie Jull, Detroit 
mortgage banker, asserts that FHA should 
further reduce its “‘processing”’ time, i. e., 
the time necessary to give its approval for 
insurance for a loan. Mr. Jull believes 
that “FHA has been the most stabilizing 
influence ever to come into residential 
financing but its existence is threatened by 
slow processing, depleted personnel and 
the elastic appraisals of some lenders.” 

Another opinion of Mr. Wallace, of 
Minneapolis, is that since FHA requires a 
premium for prepaying a loan before 
maturity; some of this should go to the 
mortgage lender since he loses the loan. 

Prepayment problem. N.N. Wolfsohn, 
Philadelphia mortgage banker, agreés and 
thinks that while ““FHA is one of the finest 
things ever created by government, there 
is one glaring fault and that is the lack of 
protection for the mortgagee in pay-offs.” 
He points out: “Every other type of loan 
provides for some restriction with regard 
to prepayments or additional compensa- 
tion to the mortgagee in the event of pie- 
payment before maturity.” 

Another lender thinks that the one-half 
of 1 per cent FHA mortgage insurance 
premium might be reduced after the loan 
has been paid down to a safe position. 
T. J. Bettes, Houston mortgage banker, 
suggests that FHA field offices be given 
more latitude in approving loan applica- 
tions. 

These and other suggestions for improv- 
ing the FHA will be explored further at a 
special session November 15 at the Asvoci- 
ation’s 32nd annual meeting and Post-War 
Conference at New York. 


o ° ° 


Results of Use of Music 


Will the judicious use of music in banks 
during working hours help to increase 
accuracy and efficiency? Does it have a 
favorable effect on tension and monotony, 
and meet with the approval of employees? 

Answers to such questions appear to be 
in the affirmative, judging from the experi- 
ence of the Federal Reserve Bank of New 
York and the First Wisconsin National 
Bank of Milwaukee. 
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Poll of employees. A poll was con- 
ducted among members of the transit 
department of the Federal Reserve Bank 
of New York, as to their views regarding 
*‘music at work,” and Vice-president J. M. 
Rice has provided some interesting infor- 
mation on the results. A detailed tabula- 
tion of the findings was compiled, and is 
reproduced in an accompanying illustra- 
tion on page 10. Some of the highlights 
of the poll were: 

1. Employees were preponderantly in 
favor of music at work. The score for 
music was 381 employees, out of a total 
of 426 polled. 

2. The majority of those persons whose 
comments were adverse were in the “over 
25” age group. Of those not commenting 
favorably, 24 were indifferent, 11 found 
working conditions not improved, three 
reported that music made them nervous, 
and two requested discontinuance. 


3. Comments by supervisors signified 


unanimous approval; all indicated em- 
ployees were more contented and cheerful, 
with a decided reduction in complaints of 
monotony and nervous tension. 

One supervisor recommended that the 
early morning music be of a more sprightly 
nature, i. e., stimulating rather than relax- 
ing. A majority of the staff indicated a 
desire for more popular music. The music 
is provided by an outside organization 
specializing in this field. 

The report states: ‘While no portion of 
turnover in personnel can be directly 
attributed to the music installation in the 
transit division, it would seem reasonable 
to assume that its effect has been good. 
Comparison of turnover between January 1 
and August 31, for the years 1943 and 
1944, is worthy of note: for 1943—219; 
for 1944—121. Reduction—98.” 

While reduction in turnover was the 
primary objective of the music installation, 
the report adds that by-products appear to 
be improved relations between members 
of the staff, reduced pressure on super- 
visors, and a general lif. in departmental 
morale. 

Another report. The experience of the 
First Wisconsin National Bank of Mil- 
waukee dates back to about March 1, when 
it was decided to experiment with music 
for the benefit of the night crew—a group 
of daytime employees working evenings on 
an overtime basis. A radio was thought to 
be too distracting because of frequent 
commercials, dramatic programs, etc. A 
small phonograph would not provide ade- 
quate volume and would require constant 
attention. So the bank rented a “juke 
box” and was able to control both the 
program and the volume. The original 
thought was not to play the records too 
often or too long, but it was soon found 
that the girls wanted music from the time 
they arrived at 5:30 until they were through 
at 9:30 P.M. 

“The results of the ‘music while you 
work’ plan are pleasantly astonishing,” 
reports W. M. Kalahar, who until recently 
was manager of the bookkeeping depart- 
ment. “There is a sense of happiness and 
good feeling in the air. Tension is lessened 
and the hours pass swiftly. More work is 
accomplished than before, since there is 


‘less desire to make conversation, and 


strangely enough the work is more accurate. 
We have no definite figures to prove this 
latter contention but ever since we have 








STATEMENT OF CONDITION 


SECURITY-FIRST NATIONAL BANK 
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SEPTEMBER 29, 1945 
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RESOURCES 


Cash and Due from Banks. . . . . . .$ 280,936,852.51 
U. S. Government Securities $1,020,261,092.61 
State and Municipal Securities 40,641,995.32 
Other Bonds and Securities 12,079,711.46 1,072,982,799.39 
Loans and Discounts. . . . . . . . . 198,888,312.20 
Earned Interest Receivable . 





pga gone ae 4,219,145.38 
Customers’: Liability under Acceptances 

and L/C . Ce et we eee 352,497.94 
Se UN | ck eG are | er eee 5,414,018.68 
Vaults, Furniture and Fixtures . . .. . 1,292,517.31 
Oe FOOU gs? Pe: Leet See ae 71,890.81 
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] 
LIABILITIES : 


Capital. . . . . . .$ 24,000,000.00 
wees. es 26,000,000.00 


Undivided Profits . . . 10,000,000.00 $ 60,000,000.00 
Reserves for Contingencies, Interest, 
Taxes, Dividends . F 18,971,332.22 


Interest Collected—Unearned . . . ... 443,620.84 
Acceptances and Letters of Credit Liability . 355,117.88 
Other Liabilities . ' ae 120,235.20 
Deposits— Time. . . . $ 530,645,403.21 
—Demand .. 953,622,324.87 1,484,267,728.08 

SUTRAS Se kk le 8 te Sw ee 








K 


_ United States Government and other securities carried at $161,348,190.07 are pledged to 


secure U. S. Government War Loan Deposits of $118,051,780.07 and other public funds 
and trust deposits and for other purposes as required or permitted by law. 


MEMBER 


OFFICES AND BRANCHES 
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Bookkeeping department and juke-box, First Wisconsin National Bank of Milwaukee 








Mr. Reineck, department manager, and Mr. 
Kalahar selecting records 





Music makes me nervous, Ql; 





The misic gives m a “Lift.” 


I find misic distracting r 
during working hours. 0): 
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Music seems to decrease fatigue. 






Music makes my work more enjoyable 


It doesn't make any difference to 
me whether or not we have music. ) 
Music makes the time go faster. 


Music keeps me in « better 
frame of mind. 


The music is something to 


The music does not improve 
my working conditions, D ll 
I wish the music would be 

stopped immediately. ie 


Music tends to relieve 





MUSIC QUESTIONNAIRE - TRANSIT DIVISION 
Chart of Answers to Questicns - August 1944 
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MUSIC QUESTIONNAIRE - TRANSIT DIVISION 
Tabulation of Suggestions - August 1944 


and Semi-classical 


ratic and clessical 


Semi-classical 
Wants it off when counting 


Likes music - No 
Peppy or fast 

Does not like 
Makes no difference 


Normal tone 





How Federal Reserve Bank of New York employees feel about music during working hours 


Financial institutions report good results, favorable reaction, from use of music in operating departments 


been using music there has been far less 
time spent checking for differences. The 
most noticeable results are the lessening of 
fatigue and the improvement of morale. 
The idea has proved so popular that our 
daytime employees are asking for music 
too, and we are considering the installa- 
tion of a loudspeaker system throughout 
our operating departments. 

“In this connection there are two things 
that must be remembered and:are of para- 
mount importance,” Mr. Kalahar warns. 
“They are volume and selection. The 
music should neither be too loud nor too 
quiet, hence a sufficient number of loud- 


speakers must be installed so that the music 
will reach a given area from above and 
from all sides. It can then be played softly 
and yet be easily heard. 

“The selection of the kind of music to be 
played is a more difficult problem. Our 
programs, based on a survey, consist of 
about 60 per cent popular dance music and 
about 40 per cent Strauss waltzes, popular 
operetta melodies, polkas and Latin Ameri- 
can music. ‘Jive and boogie-woogie’ were 
at first called for, but were found too dis- 


tracting by the girls themselves. Full. 


orchestrations are best, and records with 
high or low spots are to be avoided. 


Variety is essential, and program planning 
and a large record library is needed.” 
. + . 


Manual of Operations 
on Auto Plan 


A brisk demand by banks is reported for 
copies of the 36-page manual, “Serving 
the Millions,” briefly cited in the August 
issue of The Burroughs Clearing House, — 
and now being distributed by the National 
Association of Insurance Agents. 

The manual covers in detail what the 
Bank and Agent Auto Plan is, how it can 
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be organized locally, and how to put the 
plan into operation. In addition, there is 
set up a suggested advertising campaign 
embracing display ads, letters and spot 
radio announcements. 

Banks can obtain copies of the manual 
at 50 cents each from the headquarters of 
the National Association of Insurance 
Agents, 80 Maiden Lane, New York 7, 
New York. 

+ Sd 2 


‘‘Complete’’ Home 
Financing 


There is increasing evidence that a 
definite post-war trend in mortgage financ- 
ing will be the inclusion of operating equip- 
ment in the selling price of the home and 
in the realty mortgage. 


The idea is being promoted not only by. 


some banks and savings and loan associ- 
ations, but also by the utilities, who like- 
wise stress adequate wiring installations to 
accommodate the more completely equipped 
homes of the future. 

Consolidated Edison Company of New 
York, Inc., for example, has prepared a 
large and elaborate brochure for local 
distribution, particularly addressed to 
lending institutions, telling why financing 
house and equipment together is to the 
advantage of lender, buyer and seller. It 
advocates inclusion in the mortgage of such 
equipment as automatic heating system, 
range, refrigerator, electric dishwasher and 
garbage disposal unit, washing machine, 
ironer and clothes dryer, and ventilating 
and exhaust fans. 

With the development of large’ ‘scale 
housing projects, too, more of this equip- 
ment is likely to be “built in” as a part of 
the home construction. One large manu- 
facturing concern has announced the 
development of a new home utility unit 
which consolidates household heating, 
plumbing, electrical, bath, kitchen and 
laundry elements—including major appli- 
ances—in single self-contained package. 
Such a unit would be an integral ‘part of 
the house, and financed as such. 


¢ ° ° 


Bank Advertising Awards 


The caliber of financial advertising and 
promotion shows steady advancement. In 
the main, it is a far cry from the one-time 
archly conservative copy formerly associ- 
ated with banks and similar institutions. 

Thus two Ohio banks have been honored 
in the annual award of “Oscars” for the 
100 best annual reports in American indus- 
try by the Financial World, of New York 
City. Central National Bank of Cleveland 
won top honors, and judged next best of 
all the bank reports submitted was that 
of the Fifth Third Union Trust Company, 
Cincinnati. The annual report of Merrill 
Lynch, Pierce, Fenner & Beane was 
awarded first honors in the financial field 
outside of banking. 

Four banks were included in the 1945 
edition of ‘““The Blue Book,” annual volume 
reporting on “noteworthy newspaper adver- 
tising successes,” issued by the Bureau of 
Advertising, American Newspaper Pub- 
lishers Association. 

Bowery Savings Bank, New York, was 











BUYING POWER 


The per capita expenditure in Buffalo in 
1943 was $1,013 as compared with the 
over-all United States figure of $871. 


The Marine Trust Company has aided 


the development of Buffalo business since 
1850. 


Member of Federal Deposit Insurance 
Corporation 


MARINE TRUST COMPANY 


Buffalo ’s Oldest and Largest Commercial Bank 
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When You Have 
Business In Detroit 


Large banks and small, throughout the Nation, have first- 


hand evidence of the promptness and the dependability of 


Manufacturers National in handling collections, credit in- 


quiries and all types of transit items. 


You, too, are cordially invited to wire, telephone or write 
Manufacturers National when you have business in Detroit. 


* Buy Victory Bonds * 


MANUFACTURERS NATIONAL BANK 


OF DETROIT 
DETROIT 
DEARBORN « HIGHLAND PARK 


Member Federal Deposit! Insurance Corporation 
































NT tite 





pe OO An 


9 Te BNET AT 





NOW READY 


Globe - Wernicke 


STEEL 


VISIBLE RECORD 
EQUIPMENT 





CUTS RECORD-KEEPING COST 

AS MUCH AS 4%—GIVES YOU 

INSTANT COMMAND OF VITAL 
BUSINESS INFORMATION... 


Just as a good player 
spreads out his hand to 
see the cards, G/W 
VISIBLE RECORD 
equipment shows you 
instantly the “picture 
cards” of your business. 
Reveals profit leaks, pro- 
duction lags. Flashes 
important knowledge for 
winning “plays”. So fast—so easy to use— 
that record-keeping costs are always re- 
duced—often as much as 33%. Built for 
life-time service. Before you decide on any 
record equipment, be sure to see your G/W 
dealer. Ask for FREE descriptive circular 
. or mail coupon below. 


The Globe-Wernicke Co. 
Norwood 12, Cincinnati, Ohio 


" 
The Globe-Wernicke Co., | 
Norwood 12, Cincinnati, Ohio | 
Please send me your FREE circular describing 
G/W Visible Record Equipment. : 
| 


| 
| 
| 
| Company Name 
| 
| 
! 


1. 


= Globe - Wernicke 


Visible Record Systems Bookcases 
Office Furniture Stationers’ Supplies 
Filing Equipment 

and Systems 
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cited for its anti-inflation ‘Dangerous 
Dollars” campaign; Morris Plan Bank of 
Virginia for its series of ‘real-life ‘“‘case 
histories” to dramatize the bank’s services; 
Onondaga County Savings Bank, Syra- 
cuse, for its “Own-A-Home-Club”’ promo- 
tion; and Security-First National Bank of 
Los Angeles for its trust campaign featur- 
ing small estates. 
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An Effective Exhibit 


The Bank for Savings in the City of New 
York has enlisted the collaboration of 
decorating experts of a Manhattan store, 
in turning the ground floor of an adjoining 
residence into a three-room exhibit of 
home furnishings. 

A basic purpose of' the exhibit was to 
demonstrate that existing dwellings in the 
area, even though of the older brownstone 
variety, could still be made attractive. 

Most interesting was the three-in-one 
room, as pictured in the illustration below. 
It reveals how living, bedroom and dining 
facilities can be incorporated in an all 
purpose room, and also how modern 
furnishings can be used to fullest advantage. 

Attention to the exhibit is being attracted 
through the bank’s bus and car cards, 
neighborhood posters and leaflet mailings. 


* + o 


New ‘‘World Champ”’ 


At a recent Bank of America board 
meeting, “retired” A. P. Giannini fidgeted 
while Senior Vice-president Francis S. 
Baer droned away the figures for the 
bank’s third quarter statement of condi- 
tion. Finally came the big news: Bank of 
America, which grew with giant strides 
during the war, had finally become the 
world’s biggest commercial bank. 

For some time it had been apparent 
that the California colossus with its 491 
branches, if it maintained its rate of growth, 
would eventually overtake Manhattan’s 
Chase National Bank. In the June 30 
statement Bank of America was more 
than $400 million behind in deposits, but 
during the third quarter Chase experienced 





a deposit decline along with other New 
York City banks as a result of heavy 
Treasury withdrawals, while the Giannini 
institution continued to forge ahead. 

Thus on September 30, Bank of Ameri- 
ca’s deposits totaled $4,750,000,000, Chase’s 
$4,620,618,000. The former’s resources 
were slightly over $5,000,000,000, Chase 
reported $4,965,394,000. 

Thus was culminated the 41-year dream 
of A. P. Giannini, who launched the then 
Bank of Italy with some highly unorthodox 
and liberal ideas on bank operation. 

All the large New York City banks had 
third quarter decreases in deposits and 
resources, reflecting a redistribution of 
funds following the Seventh War Loan 
peak. National City Bank dropped from 
$4,503, 104,000 to $4,298,169,000, Guaranty 
Trust Company from $3,490,934,000 to 
$3,218,773,000, Manufacturers Trust Com- 
pany from $2,145,421,000 to $2,055,638,- 
000, etc. 

* + + 


Model Chattel Mortgage Law 


Bankers in other states may be inter- 
ested in “Agricultural Loans Under the 
Chattel Mortgage Law of 1945,” a brochure 
published by the New York State Bankers 
Association, inasmuch as it has been sug- 
gested that the law described might serve 
as a model for needed reforms all over the 
nation. 

The brochure explains how liberalized 
loans for farm borrowers are made possible 
through the 1945 amendments to New York 
State chattel mortgage statutes. Prior to 
enactment of the changes, bank borrowers 
were handicapped by a patchwork of con- 
flicting laws, while borrowers who patron- 
ized government agencies enjoyed the 
advantages of up-to-date legislation which 
applied only to these agencies. 

These advantages were leveled off by 
the new chattel mortgage legislation, which 
was supported by the New York. State 
Bankers Association and drafted by Alan 
J. Flattery, assistant to Crandall Melvin, 
president, Merchants National Bank and 
Trust Company, Syracuse. 

Desirable Changes. From the farm bor- 
rowers point of view, important privileges 





Bank for Savings, New York, displays “‘all purpose’’ room 
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extended by the new law include the 
ability to secure future advances under the 
original mortgage agreement and permis- 
\sion to use, consume, sell, and exchange 
mortgaged goods provided the proceeds 
are used in accordance with statutory 
conditions and the conditions stated in the 
mortgage. Borrowers will also be aided by 
simplified filing and refiling procedures, the 
liberalization of the definition of mort- 
‘ gageable chattels, and the inclusion of addi- 
tional purposes for which farm and crop 
loans may be made. 

Advantages to lenders include (1) exten- 
sion to three years of the duration of a 
mortgage lien from the date of original 
filing, (2) extension from 30 to 60 days of 
the period for refiling, (3) permission to 
refile at the office of the clerk where the 
mortgage was originally filed, (4) provision 
that the removal of mortgaged property 


does not impair the lien, (5) coverage of. 


property in the same class as the mort- 
gaged property if acquired by the mort- 
gagor during the mortgage’s span of 
existence, (6) permission to make future 
advances, (7) elimination of the necessity 
for witnesses, and (8) the previously men- 
tioned provisions permitting the sale and 
use of mortgaged property, redefining 
“crops” and extending farm and crop 
loan purposes. 


Constructive Financing 


The Trust Company of Georgia an- 
nounced recently that it would help put 
qualified veterans and others into a new 
business to be called “Farm Contracting,” 
which should go a long way toward solving 
the state’s No. 1 agricultural problem— 
soil erosion. 

The Atlanta bank, in co-operation with 
its affiliates and other banks throughout 
the state, will finance qualified returning 
soldiers or other interested persons in the 
purchase of heavy equipment for building 
terraces, clearing pastures, digging drain- 
age ditches, pond construction and other 
conservation measures. These farm con- 
tractors in turn will rent their services to 
farmers who will find the cost less than if 
they tried to do the same jobs with inade- 
quate equipment, and few individual farm- 
ers can afford to invest in the proper 
equipment. 

To become a farm contractor, according 
to research carried out by the Trust 
Company’s Farm-Industry Department, 
the returning soldier would require a heavy 
duty tractor, grader, truck and other 
equipment such as a bulldozer, scraper, 
harrow or plow, etc., depending on the 
various types of work to be done. These 
would require an investment of approxi- 
mately $10,000, to be financed through 
loans extended by the bank. The govern- 
ment guarantees under the G. I. Loan Bill 
can take the place of the usual cash down 
payment. 

The contractor, in turn, would charge a 
fixed fee per hour for his services. Basing his 
operations on 1,500 hours per year at a 
fee of $6 to $10 per hour, depending on 
the services rendered, it is estimated that 
the contractor should be able to earn 
about $4,000 per year and upward after 
expenses for operation, maintenance, de- 
preciation, etc. 








THIS IS NO TIME TO FIDDLE 
Ran” 





History tells us that Nero, with apparent unconcern, sat 
idly by and fiddled while Rome burned. Are we growing 
to be a nation of Neros? American property is being 
destroyed by fire to the tune of over $ 425,000,000 annu- 
ally, yet unless it touches his own belongings, the average 
American citizen isn’t particularly interested. He blindly 
ignores the fact that increased losses mean increased costs 
and frequently the destruction of property that can not 
be replaced. An awakened public can do much to prevent 
this great economic waste—this is no time to fiddle. 
United States Fire agents from coast to coast are con- 
stantly presenting these facts to the public for the sole 
purpose of saving lives and property. 


SURANCE COMPA 


ORGANIZED 1824 





In writing to advertisers please mention The Burroughs Clearing House 








' 





Ns 


| and future opportunities in Calli- 
fornia command the interest of executives 
throughout the country. For this is the largest, 
most concentrated market in the West. A fac- 
tual picture of that market is presented in the 
new book, “The California Trend,” just pub- 
lished by Bank of America. “The California 
Trend” may help you find real profit-oppor- 
tunities in this large and still growing market. 


Your request for a copy of the book will 
bring it by return mail. Address Bank of 
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America, Dept. A. D., 300 Montgomery Street, 
San Francisco 20, or 660 South Spring Street, 
Los Angeles 54. 


Bank of America, a member of the Federal 
Reserve System and the Federal Deposit In- 
surance Corporation, has main offices in the 
two reserve cities of California—San Fran- 
cisco and Los Angeles. 


Dank of America 


NATIONAL 2RYSTAN2? ASSOCIATION 


Blue and Gold BANK of AMERICA TRAVELERS CHEQUES are available 
through authorized banks and agencies everywhere. Carry them when you travel. 





In writing to advertisers please mention The Burroughs Clearing House 
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In his Association activities, Mr. Rathje plans to keep the average bank closely in mind 


A CLOSE-UP APPRAISAL 





Frank C. Ratyse 


Presenting the new A. B. A. president’s ideas on bank management, 
and his thoughts on the Association program for the ensuing year 


RANK C. RATHJE comes to 
Fite Presidency of the American 

Bankers Association with many 
interesting qualifications for a banking 
leader. He is an attorney, a farmer, 
and a banker. He is an able adminis- 
trator. He has a noteworthy record in 
association work. And, on the per- 
sonal side, he is aman who makes many 
friends, and keeps them. 

He was born on a farm in Du Page 
County, Illinois, about forty miles from 
Chicago, near Bloomingdale. He at- 
tended public school and later at the 
age of nineteen, entered St. John’s 
Military Academy at Delafield, Wis- 
consin. He was 4n oarsman there 
with the crew of 1901. He left St. 
John’s after one year to enter the 





By 
HENRY J. BOONE 


Editor, The Burroughs Clearing House 


employ of The Live Stock National 
Bank of Chicago, as messenger. He 
remained with the bank for three years, 
meanwhile attending the Armour Insti- 
tute of Technology. 

In 1904, he transferred his activities 
to the Chicago Title and Trust Com- 
pany as order clerk. There, through 
the generosity of then Vice-president 
A. R. Marriott, he was able to make a 
working arrangement that permitted 
him to attend Northwestern Univer- 


sity Law School. Classes were from 
three to six in the afternoon. He was 
graduated in 1907 and admitted to the 
bar the same year. 

It is significant that Frank Rathje 
opened his law office in La Salle Street, 
in the center of Chicago’s banking and 
financial district. It reveals the nature 
of his early practice among the banks. 
As attorney, he organized a number 
of banks and in some cases held office 
in them. In 1910 he became legal 
counselor of Chicago City Bank and 
Trust Company, the bank of which he 
was destined to become president in 
1926. In 1916, he became president 
of the Mutual National Bank of 
Chicago, in the organizing of which he 
had taken part. 
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Chicago City Bank and Trust Company 











Mutual National Bank of Chicago 


The presidency of these two fast-growing institutions has given Mr. Rathje extensive banking experience 


He first became active in the affairs 
of the Illinois Bankers Association in 
1928, serving as a member of the 
Legislative Committee. He has been 
treasurer of the Chicago and Cook 
County Bankers Association and its 
successor, Group One, Chicago Dis- 
trict of the Illinois Bankers Associ- 
ation, since October, 1930, and he has 
held practically all of the offices and 
committee chairmanships in the state 
association. He was President of the 
Illinois Bankers Association in 1936-7. 

During his term as President of the 
Illinois Bankers Association, Frank 
Rathje initiated a program to relieve 
the stockholders of state banks of 
double liability. In his first effort, he 
obtained the necessary legislation to 
submit a constitutional amendment to 
Illinois voters. The amendment itself 
failed, however, at a subsequent elec- 
tion, to receive the required majority 
of the votes cast. 

Later, as chairman of a special com- 
mittee of the Illinois Bankers Associ- 
ation his efforts were successful in the 
passage of legislation, both in the 
Illinois General Assembly and in the 
Federal Congress, that very materially 
reduced stockholders’ liability through 
two measures. 1. Through a statute 
of limitation against suing shareholders 
after they had transferred their shares. 
2. Through an amendment to the 
Federal Reserve Act directing the 
Federal Deposit Insurance Corporation 
to refrain from attempting to recover 
double liability. 

More recently, Mr. Rathje was 


instrumental in initiating litigation 
in the Illinois courts contesting the 
constitutionality of double liability in 
the state constitution. This is now 
before the Supreme Court of the State. 


E has also been active in the 
American Bankers Association. He 
was a member of the Executive Council 
from 1937 to 1939, and was the choice 
for vice-president at the annual meet- 
ing in Chicago last year. 
During the war he has held numer- 


ous public offices. After Pearl Harbor 
he organized and chairmanned the 
activities for the Office of Civilian 
Defense for Division Three, Chicago, 
he was U. S. Navy Chairman of 
Renegotiation, Ninth Naval District, 
from November, 1942, to September, 
1943, and he has played a leading part 
in Chicago’s War Bond Drives. 

In the Fifth War Loan Drive, work- 
ing with Chairman Philip R. Clarke, 
president, City National Bank and 
Trust Company of Chicago, he super- 


Both banks have drive-up windows for fast, convenient service 
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Main banking floor of Chicago City Bank. 
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In the center is a circular counter for opening new savings accounts 


Mr. Rathje is a strong advocate of thrift, and believes banks should encourage savings accounts 


vised a house-to-house canvass of 
Chicago that sold $59,000,000 of 
Government bonds. In the Sixth War 
Loan, with Chairman Francis M. 
Knight, vice-president, Continental 
Illinois National Bank and Trust Com- 
pany, he supervised a house-to-house 
canvass that sold $69,000,000, of which 
85 per cent were Series E bonds. In 
this drive some 700,000 Chicago door- 
bells were rung. In the Seventh Drive, 
under Chairman L. F. Stern, presi- 
dent, American National Bank and 
Trust Company, a similar canvass sold 
$96,000,000, of which 85 per cent were 
E bonds. 

Besides serving as president of two 
banks, Mr. Rathje is vice-president of 
the Union League Club of Chicago, 
and chairman of the executive and 
finance committee of the [Illinois 
Bankers Life Assurance Company, 
Monmouth, Illinois. He is a member 
of the Chicago Club, Adventurers 
Club of Chicago, and the Beverly 
Country Club. 

In 1915 Mr. Rathje was married to 
Josephine Logan of Chicago. Mr. and 
Mrs. Rathje have two daughters, 
Josephine and Shirley, and two sons, 
Franklin now with the Navy and Lt. 
Theron L. with the Army. The Rathje 
home is in Hyde Park. 

Mr. Rathje also owns and operates 
a 333-acre farm thirty-eight miles from 
Chicago, near Palatine, Illinois. It is 
modern and largely mechanized. On 
it he raises corn and small grain, all of 
which is used for the feeding of live 
stock. The farm is operated on a 


thoroughly practical basis and pro- 
duces around 100 steers and 200 hogs 
a year for market. In addition, Mr. 
Rathje breeds Percheron horses for 
show purposes. Currently he has a 
stable of fifteen. In 1941, a gray 
stallion entered by him was judged 
international grand champion at the 
International Live Stock Show at 
Chicago. 


BotH# banks of which Mr. Rathje is 

president are outlying banks, serving 
acommercial and residential area. Both 
are located out Halsted Street, south 
from the Chicago loop. One is on 63rd 
Street at Halsted, and the other is on 
Halsted Street itself. The two banks 
are approximately two miles apart and 
serve different sections of the same 
general district. Both are attractive, 
modern institutions. 

Chicago City Bank and Trust Com- 
pany is the larger of the two institu- 
tions. On September 30, it had total 
resources of $90,000,000. At that 
time The Mutual National Bank of 
Chicago, had total resources of 
$40,000,000. Both banks have shown 
a substantial increase in deposits in 
recent years. 

The figures for Chicago City Bank 
tell an interesting deposit story. In 
1929, following a consolidation of 
three banks, the bank had total de- 
posits of $13,000,000. These shrunk 
to $4,000,000 at the bottom of the 
depression. They began recovering in 
July, 1932, and by mid-1938 had 
reached $22,000,000. By mid-1940 


they were $27,000,000. Under the 
defense production program and dur- 
ing the war they rose faster, to $32,- 
000,000 in 1941, $34,000,000 in 1942, 
$45,000,000 in 1943, $59,000,000 in 
1944, and $88,000,000 this year. 

Of its resources, the bank in early 
October had some $13,000,000 in cash, 
$9,000,000 in loans, and $58,000,000 in 
government securities. The cash re- 
serve ratio was 25 per cent, and the 
cash and governments reserve ratio 
combined was 91 per cent. Demand 
deposits were $41,000,000 and time 
deposits were $47,000,000. 


A closer view of the kind of bank 
operated by the new A. B. A. President 


was obtained from a trip throughthe 
Chicago City Bank with him. First, 
just inside the main entrance in the 
center of the banking floor is a circular 
counter for opening new savings ac- 
counts. Mr. Rathje is a strong advo- 
cate of thrift. He welcomes savings 
accounts and wanted to make it as 
easy as possible for new customers to 
make the necessary introductory ar- 
rangements. The bank has a total 
of 60,000 active savings accounts. 
And it has a Christmas Club of 12,000 
members. 

Mr. Rathje is also a strong advocate 
of making checking account service 
available on a widespread basis. Be- 
sides the bank’s regular personal and 
checking account customers, it has 
10,000 special checking account cus- 
tomers, which is a substantial number. 
The owners of these accounts pay five 

See FRANK C. RATHJE—Page 59 
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HEN we first began to consider 

the possibility of undertaking a 

direct verification of our savings 
accounts some months ago, we were 
fully aware of most of the fears that 
have been expressed for the procedure. 
We had the usual hesitancy of embar- 
rassing disclosures, of complications 
from joint accounts, of hidden ac- 
counts, and of the suspicion by deposi- 
tors that there had been a defalcation 
or that something was wrong. 

At the same time, we felt that the 
advantages would outweigh the dis- 
advantages, and that the present was 
a particularly good time for such a 
step. It seemed a good time to us for 
a number of reasons. The rapid turn- 
over of personnel in banks during the 
war had created hazards and greater 
chances than normally exist for errors 
in the handling of accounts. Indi- 
vidual accounts and savings totals had 
mounted. Beyond that, there had 
been a pronounced population shift as 
a result of the war, with all that im- 
plies for savings account records. 

Also, the make-up and experience of 
our commercial department officers 
had something to do with our final 
determination to verify our accounts. 
The executive vice-president is a for- 
mer national bank examiner. Both the 
cashier and the auditor are young men 
who do not let tradition or phobias 
stand in the way when convinced 
something should be done. The writer 
is a former assistant national bank 
examiner, and was in the auditing 
department of a large Boston bank 
before joining his present bank. 

The primary purpose of our verifica- 
tion plan was, of course, to obtain an 
audit of our savings accounts. It was 
our intention, however, to obtain not 
merely one verification, that of bal- 
ances, but to derive the benefit of no 
less than five different verifications in 
the checking process. From our effort 
we aimed to achieve the following 
results: 

1. A fairly complete verification of 
savings accounts. 

2. A verification of addresses. 

3. A verification of our central in- 
formation file to make sure we have 
a card for each account. 

4. A verification of our central in- 
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VERIFICATION Of 
Savings Accounts 


By 
STUART K. TUTTLE 


Assistant Cashier, The National Bank of Commerce and Trust Company 
of Providence, Providence, Rhode Isiand — 


Many bankers have a hesitancy about attempting to 


verify savings account balances. 


This institution 


found the benefits well worth the cost and effort, 


and experienced no unfavorable customer reaction 


formation file to ascertain that each 
card is properly signalled. 

5. A verification of the signature 
file to make certain we have a signa- 
ture for each open account. 

We devised a very simple verifica- 
tion slip, asking the depositor to com- 
pare the balance shown with that in 
his pass book, and merely to sign his 
name and return the slip in the en- 
closed stamped envelope if the amount 
was correct. If incorrect, the excep- 
tion was to be noted on the reverse 
side of the slip. Also, the depositor 
was asked to advise the bank of any 
change of address, and it was suggested 
that he present his pass book for 


interest posting if he had not done so 
recently. 

We probably have the average run 
of savings customers in a commercial 
bank with a savings department. On 
the date of verification we had 3,474 
savings accounts with a total of 
$3,340,030.57 on deposit. We sent 
out verification slips on all but 22 
accounts with total balance of $18,- 
658.95; these were accounts on which 
we have definite instructions not to 
mail anything, or on which we have 
previously had mail returned. 

While the verification process in- 
volved considerable work, it was far 
from an impossible task. All prepara- 


Total cost of the audit was less than ten cents an account 


Specimen of simple verification slip sent to depositors 








The National Bank of Commerce and Trust Company 





ag rds at the re of business.............. FEB 2 e ' 1945 the bal in your savings account 
No. "@ <7 4 was 3/0..© 

For the purpose of assisting our Auditor who is making a regular examination will you — pare this amount with 
yom pase book. If the above amount is correct, sign and return this ia to Leon x4 r, in the enclosed 
ee et ey See any eee wh reverse side, 

We See ee not had your interest posted ently ~e book at the Bank 
where it will 





Also advise us if the address listed here is not correct. 





ALBERT T. NEWMAN, Cashier. 


The above is correct. 
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There were 3,474 savings accounts totaling $3,340,030 on verification date 


tions were handled by the bank’s 
officers, who worked at various times 
outside of regular business hours, writ- 
ing up the verification slips. The first 
step was to fill in the name, address 
and account number, taking the data 
from the central information file. 
Next, the verification slips were sorted 
numerically. Then, after proving the 
savings cards, the balances were filled 
in on the verification slips. 

Our work was started in time to have 
all the slips ready for insertion of the 
balances on a holiday. By working 
throughout the holiday, we were able 
to prove the ledger cards and insert the 
balances on the slips without inter- 


fering with the work of the savings 
department. This could. have been 
arranged for a Sunday, also. 

In the insertion of balances, any 
account for which there was no veri- 
fication slip showed that the central 
information file was incorrect; either 
there was no card or the card was not 
signalled properly. We found a few 
instances of both. Thus the desired 
check on the accuracy of the informa- 
tion file, previously cited as objectives 
Nos. 3 and 4, was achieved. 

Our first plan was to have a separate 
mailing of each slip. As the notices 
were being prepared, however, it was 
noted that there were many customers 
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who had two or more accounts. It was 
finally decided that there were enough 
such instances to justify our resorting 
all slips alphabetically so that two or 
more slips to the same individual could 
be sent in one envelope. We felt that 
for a customer to receive two or more 
envelopes would create enough ill will 
so that the time spent in resorting the 
slips would be well spent. 

The final return of the slips, of 
course, took care of our objectives 
previously listed as Nos. 1 and 2, 
namely, verification of account bal- 
ances and depositor addresses. 


WE were told by various auditing 
firms that if we got anywhere near 
a 70 per cent verification return we 
would be doing a very wonderful job. 
Actually we received verifications on 
74.68 per cent of the accounts, repre- 
senting 75.10 per cent of the dollars on 
deposit, and returns are still coming 
in. Weare very well satisfied with the 
results and may make the audit a 
regular five- or ten-year program. 

If our experience is any criterion, 
fears of unfavorable customer reaction 
to verification of savings accounts are 
groundless. We did have a few cus- 
tomers ask if anything was wrong, but 
we had no trouble convincing them 
that there was not. We had no indica- 
tion that customers felt we had violated 
a confidence by mailing out account 
balances. We believed instead that 
we built some good will by calling for- 
gotten accounts to attention. In such 
cases, if the balance was small, as 
most of them were, we paid out the 
balance even though the customer 
could not produce the pass book. Inci- 
dentally, we closed out quite a few 
other accounts with small balances 
which, as all bankers know, clutter up 
every savings department. 

Some interesting tangles were un- 

See SAVINGS VERIFICATION—Page 61 


These officers obtained not merely one audit, that of balances, but a total of five different verifications 


Mr. Tuttle; Mr. Laberge, auditor; Mr. Hart, vice-president and trust officer; Mr. Ryan, vice-president; Mr. Newman, cashier 
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CREDIT 


OST of our farm equipment 
M paper comes from dealers, and 

it was the credit problems in 
this connection which were covered in 
the first installment which appeared in 
the October issue of The Burroughs 
Clearing House. However, we also 
make equipment loans direct to farm- 
ers, and in any case it is their credit 
worthiness to which we look primarily, 
since we do not depend upon a dealer’s 
endorsement or guarantee. Thus, this 
second half of the discussion will deal 
mainly with credit considerations in 
relation to the individual farmer. 

How much credit is a farmer entitled 
to have? This is one of the questions 
frequently raised. Presumably, the 
equipment to be purchased was made 
by a well-established manufacturer, 
and is suitable for the particular area 
and for the type of crops or farm work 
planned. In financing farm machin- 
ery, as in the case of other collateral, 
the value of the equipment or the 
equity therein often makes it possible 
to extend a greater amount of credit 
to a farmer than otherwise might seem 
justified. The amount of income that 
might be available, the source from 
which it is to be received and the 
man’s general financial condition are 
factors to be considered. 

Our credit analysis involves pro- 
ducing favorable or unfavorable an- 
swers to two simple questions: Will 
he pay and can he pay? 
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harm Equipment 


PoLIcIEs 


By 


HARRY J. 


HARDING 


President, The First National Bank of Pleasanton, Pleasanton, California 


A second installment dealing primarily with credit 


considerations involved in the extension of farm 
equipment loans to individual farmers... Numerous 
practical suggestions are advanced, based on the 


author’s years of experience with such financing 


To begin with, the moral risk must 
be good. There might be some excep- 
tions where, although the moral risk 
was not satisfactory, the bank could 
extend credit on an amply secured 
basis and come through all right. But 
experience has demonstrated that the 
admonition given by the president of 
the first bank with which I was con- 
nected still holds good: ‘‘Never extend 
credit where the moral risk is not 
good, for sooner or later he will get 
you.” 

Other considerations under the ques- 
tion ‘“‘will he pay?” are the man’s 
habits of industry and thrift, his record 
for keeping his promises, his standing 
as to fair dealings with his neighbors 


The bank does not establish hard and fixed terms for down payment or time fhaymen 


and trades people. If the farmer is 
located at a distance or is fairly new 
to the community, his attitude may 
not be so easily learned. However, 
he has to live in rare seclusion in these - 
days of farm organizations and mer- 
chants’ credit bureaus to be branded 
as “‘unknown.”’ 

Under the heading of “‘can he pay?” 
comes questions as to the farmer’s 
need for the equipment he wants to 
buy. Will it reduce his costs or in- 
crease his income? Will the machine 
more than pay for itself over a reason- 
able time? 

If these answers are favorable, next 
to consider is the farmer’s financial 
condition and source of income— 
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The bank attracts farm equipment paper from a wide area 


At this time of the year most farmers are 


considering 

It is, therefore, opportune that we present 
to you the FIRST BANK'S plan of extending 
credit for the purchase of farm machinery. 





When you have decided on the equipment you need and the 
come in and talk over 


TT IS SIMPLE 
a 


ctops, livestock or 


Fo tlt 


vlc capa pata advantages of a cash buyer, Most manulacturecy i 


the 
cash. which usally run into substantial savings. i 


Dealing with this independent bank has many advantages w! 
problems and 


‘We invite you to discuss your plans and needs with us. A confidential talk of this kind might 
your advantage. Come in, 


The FIRST Mationat 
BANK of PLEASANTON 


Pleasanton - Califomia 


eo eee 


A sample of the promotion used 


Ability to solve difficult credit problems has been a primary factor in building loan volume 


whether he is justified in assuming the 
obligation under review, as well as his 
probability of payment within some 
specified time. 


OUR bank does not establish hard 

and fixed terms for down payment 
or time of payment. The primary thing 
is to match the terms to the man’s net 
income and ability to pay. The first 
requirement is to see that the farmer 
has an equity in the equipment at all 
times and that the resale value would 
be more than he owed the bank. The 
down payment is generally a minimum 
of one-third or 40 per cent down and 
the balance payable over a period not 
to exceed two harvests. There are, of 


course, special circumstances where 
paper is taken with a smaller down 
payment or none at all, but is’ offset 
by other assets as security. 

It may be necessary to arrange 
special terms for cases like that of the 
small farmer who can profitably use a 
large tractor or harvester for his own 
operations and possibly for some cus- 
tom work, where the profits —except 
in times of very high prices — would not 
enable him to set aside enough out of 
two seasons to pay for the equipment. 
If he is solid financially, so that he 
can be expected to stand a poor season 
or two, we have been willing to handle 
his paper, recognizing that it would 
probably be necessary to grant an 


It matches the ferms to the farmer’s net income and ability to pay 





extension. of time. We feel that a 
piece of farm equipment with an 
expected service of nearly 15 years 
should be good collateral at. the end 
of two years, if kept in good condition 
and proper equity is maintained. 
Foolhardy is the credit man who 
does not take into consideration the 
hazards of weather and unfavorable 
crop conditions. What effect would a 
crop disaster have on the farmer and 
his ability to take care of bank obliga- 
tions or to carry on another season? 
The answer depends upon a complete 
understanding of the nature and value 
of the farmer’s assets as well as his 
liabilities. We emphasize that a de- 
tailed financial statement is a “must” 








Payments ore scheduled in accordance with the farmer's ow neon S 
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in any farm equipment financing. 

It is not difficult to ascertain whether 
the values given in the farmer’s state- 
ment are approximately correct. Pre- 
sumably someone on the staff of the 
bank calls on his farmer neighbors 
occasionally so he should know some- 
thing about their assets. If the farmer 
has cattle, current live stock prices 
help to determine the general value, 
and the average country bank has a 
director or staff member who has the 
experience and ability to estimate the 
values of such an asset. The dealers in 
farm machinery can readily appraise 
the farm equipment. Usually these 
dealers are well-posted on the value of 
their customers’ equipment, also the 
manner and condition in which the 
farmer maintains ,his tools. The 
approximate value of land is not hard 
to appraise. 

Determination of liabilities is more 
difficult, but through the development 
of credit bureaus which maintain files 
on practically all individuals in their 
area, and also provide broad trade 
investigations, it is possible to obtain 
considerable supporting information. 

Many of the farm implement credit 
problems appear complicated, due to 
the fact that the farmer may be buying 
equipment he needs at a time when he 
has not received the proceeds of the 
crops he expects to sell, and with which 
he expects to make either a down pay- 
ment or full payment for his purchase. 
To the average dealer such a situation 
presents a tough problem. Usually if 
the understanding banker can’t work 
out a satisfactory solution of the 
credit situation it is not a type of busi- 
ness that anyone should handle. 


WE have often been tempted to pre- 
‘pare a manual outlining the credit 
information we would like the dealers’ 
salesmen to get for us, but the manu- 
facturers have already issued many 
comprehensive bulletins on this sub- 
ject. Farm implement salesmen are 
not credit men and if the credit ques- 
tions are all laid out in a manual the 
natural tendency is to lay it aside and 
forget it. We find it is a better plan, 
when we want specific information, to 
ask the salesmen to get it for us. If 
the prospect is a dairyman, we want 
different information than that cover- 
ing a field crop farmer. The farmers 
who grow grain, hay or alfalfa are 
covered differently from ‘the truck 
garden operator who grows melons and 
sweet potatoes. We obtain good re- 
sults from verbal suggestions made to 
dealers and their salesmen. Dealers 
are encouraged to submit names of 
farmers whose credit has not been 
established through previous deals, in 
order that we may make a preliminary 
“check-up” as soon as there is likeli- 
hood of a sale. 
Farmers are supposed to be notori- 
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Mr. Harding’s collection policy: Help the farmer continue operations 
and make enough to pay off the obligation 


ous for allowing their obligations to run 
past due. Payments which are sched- 
uled as of May 1 really mean to them 
“around May 1.” Past due items can 
be held to a minimum through some 
co-operation from the dealer and his 
salesmen. Usually the dealer wants 
to make the paper look as good as 
possible by making the maturity date 
as soon as possible. Some time spent 
in obtaining information as to the 
sources of income expected to be used 
in making the payments will often save 
later embarrassment. 

When asked as to when they can 
conveniently pay, farmers often will 
say, “around October 1, when I sell 
my crop.” Too often the date given is 
the very earliest possible date when 
the farmer expects to have funds avail- 
able. To hold strictly to the scheduled 
payment date of October 1 probably 
means the payment will be delin- 
quent. Many things can arise to delay 
harvesting and marketing of crops. 
If the bank is dependent upon some 
one crop for payment of the loan and 
has confidence in the farmer’s inten- 
tion to use such funds to pay, why not 
give him a reasonable time to dispose 
of that crop and set the payment date 
as of October 15 or November 1? 

Past due notes from farmers do not 
worry me at all. We have cheerfully 
granted many extensions for payment 
of all or part of the amount due, be- 
cause at the time the financing was 
undertaken we understood that an 
extension might be necessary if crop 
income was not received promptly as 
expected. Many a farmer’s reputation 
for past due payments results from 
the bank’s failure to recognize that he 
must have some leeway in his oper- 
ations. Too many banks want to 


have their payments right on the dot 
so that if unpaid they will have a claim 
to press, but if your farmer is honest, 
show your faith in him by giving him a 
reasonable time to sell his crop, or else 
do not finance him at all. 

Our bank’s attitude, where a man’s 
position may be a little difficult at the 
time, is not so much getting immediate 
payment as it is to help that farmer 
so that he can continue operations and 
make enough to pay off the obligation. 
Incidentally, our losses by bad debts 
during the past 12 years have been 
negligible. On the other hand, when 
the credit department located in some 
distant city sends a young man to 
make collections in the field, he wants 
to make a record. He invariably does 
everything in his power to force 
collections. 


FROM our credit record it might ap- 

pear that we have been “skimming 
the cream.”” Bankers have often been 
accused of doing that by farm imple- 
ment dealers and refusing to take 
second-grade paper. As a matter of 
fact, our introduction to most dealers 
has been through complicated credit 
situations that their manufacturer or 
banker did not care to handle. A San 
Francisco banker at my desk one day 
raised the question: “Where do you 
get your loans these days?” I replied, 
“Mostly from applications turned 
down by other institutions.” “Don’t 
the examiners raise Cain about it?” 
he inquired. I pulled from the drawer 
the last report of the bank examiner 
and pointed to the fact- that not a 
single loan of ours had been classified 
or criticized. 

I was trying to lend emphasis to 

See FARM EQUIPMENT CREDIT—Page 62 











Mr. CLuTcHBILy 
Sets a Cagey [rap 


* 


a AVE you heard the news?” 
It was definitely Director 


Clutchbill’s voice. 
Cashier John Atwood, who was in 


the afternoon death-grapple with the ~ 


cash settlement, glared out into the 
empty lobby of the Ferndale National. 
The shadowy form of Mr. Clutchbill 
was standing just within the street 
door. 

“It isn’t the examiners, is it?” John 
asked. 

“Worse . . . worse!” intoned Mr. 
Clutchbill as though from a tomb. 
“Do you know Burdock A. Stinger, 
Esquire?” 

“Do you happen to mean Stinger 


of the firm of Page, Penning & 
Stinger ?” 
“I do,” nodded Mr. Clutchbill. 


“‘He’s the lone son of old Hiram Stinger 
who owned two hundred shares of this 
bank before he passed out last month, 
and Burdock, who is junior partner of 
Page, Penning & Stinger, has in- 
herited that two hundred shares of our 
stock, and he’s just in on the noon bus 
to look us over in the morning to see 
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By 
FRED COPELAND 


In attempting to distract a large stockholder from 
an embarrassing investigation of the bank's assets, 
wily Director Clutchbill dangles some irresistible 


bait before a rapt, unsuspecting, ardent fisherman 


if he can find out what the stock is 
worth.” 

“My gosh!” gasped John, “if he 
can discover what it’s worth, he’s a 
better man than I am.” 

“T hate to be meddled with,” 
growled Mr. Clutchbill scuffing into 
the front office. “Eh, especially just 
now. There’s several of our loans 
that are considerably faded, and if he 
finds our book value under par he may 
cause a mean investigation.” 

“Why don’t you do something big 


“I’m planning,” stated Burdock in a cool, even voice, “‘to go 
into the bank in the morning for a little investigation” 





for him, something to get his mind off 
of coming in here?’ 

“‘That’s what I came in for. You 
remember him as a mere lad, don’t 
you? Did he have any main hobby in 
life before he left Ferndale?” 

Cashier John Atwood sat down 
stiffly in his desk chair like an excited 
pup smelling game. Suddenly his 
mouth opened with a sort of shocked 
delight. 

“Seems like . . . yeah, Burdock 
Stinger was always fishing in that big 
pool at the mouth of Strafford road 
brook.” 

Director Clutchbill rolled his eyes 
sidewise on John for a moment. 
‘Hm-m, a fisherman!’ Suddenly he 
leaned forward. ‘Did you know one 
of Socrates McBugle’s big trout had 
got out of his private pond and come 
down the Branch to the big pool under 
the bridge at the south end of the 
village? They say he’ll go six pounds. 
They can’t lift him out... they claim 
he’s got so many fishhooks in his jaw 
already it looks like a mustache. I’m 
going to put Burdock on the trail of 
that trout.” 

“If you could only think of some 
way of letting Burdock catch” ... 
John leaned over and put a finger on 
Mr. Clutchbill’s knee . . “actually 
catch that trout. He’d be so dizzy he 
couldn’t tell whether one of our assets 
had a tail feather left!’ 

“Naturally,” nodded Mr. Clutchbill. 
‘But if he discovers what the stock is 
really worth he might throw his two 
hundred shares on the local market.” 

“It would scare folks around here 
so bad...” started John. 

See A CAGEY TRAP—Page 62 
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Condensed Statement of Condition as at close of business 
September 30, 1945 





RESOURCES 
Cash and Due from Banks . .$ 393,840,494.76 
U.S. Government Securities . . 1,294,612,871.08 
U.S. Government Insured F. H. A. 

Mortgages 4,456,785.26 
State and Municipal Boinds 39,077,613.02 
Stock of Federal Reserve Bank . 2,475,000.00 
Other Securities : : 23,621,340.29 
Loans, Bills Purchased aiid Bankers’ 

Acceptances 395,050,988.65 
Mortgages 13,153,612.65 
Banking Houses. . . . 11,512,530.67 
Other Real Estate Rauities 423,280.73 . 
Customers’ Liability for Acceptances 4,232,670.74 
Accrued Interest and Other Resources . 6,091,489.36 

$2,188,548,677.21 
LIABILITIES 
Capital . $41,250,000.00 
Surplus . 41,250,000.00 


Undivided Profits . 


Reserve for Contingencies 
Reserves for Taxes, 

Unearned Discount, Interest, etc. 
Dividend Payable October 1, 1945. 
Outstanding Acceptances . 


Liability as Endorser on Acceptances 
and Foreign Bills 


Deposits . 


United States Government securities carried at $257,784,547.44 are pledged to 
secure U. S. Government War Loan Deposits of $225,113,353.65 and other public 
funds and trust deposits, and for other purposes as required or permitted by law, 


Principal Office: 55 Broad Street, New York City 
69 BANKING OFFICES IN GREATER NEW YORK 
European Representative Office: 1, Cornhill, London, E. C. 3 


Member Federal Reserve System 
Member New York Clearing House Association 
Member Federal Deposit Insurance Corporation 








29,007,450.22 $ 111,507,450.22 





8,488,073.68 


‘ 6,408,485.34 
1,237,498.20 
4,741,439.12 


528,202.25 
. 2,055,637,528.40 





$2, 188,548,677.21 
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WASHINGTON VIEWPOINT. 
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By N. 


A. B.A. Stand on G. I. Bill 


The American Bankers Association 
has thrown its support to proposed 
changes in the G. I. Bill of Rights in 
testimony before the Senate Finance 
Subcommittee, and has submitted 
proposals to lift present limitations on 
national banks making housing loans 
to veterans. 

Chester R. Davis, vice-president of 
the Chicago Title & Trust Company, 
chairman of the A. B. A. Committee 
on Service for War Veterans, revealed 
the A. B. A.’s position in testimony 
before the Senate Subcommittee. 

Mr. Davis testified that the A. B. A. 
is in “substantial accord with sugges- 
tions and recommendations of the 
Veterans Administration for changes 
in the guaranteed loan provisions 
under Title III.” He also made the 
following suggestions: 

1. Lengthening the time in which 
veterans may obtain loans to 10 years 
after the termination of the war. 

2. The Veterans Administration to 
pay the interest for the first year on 
the guaranteed portion of the loan “‘to 
permit the payment of a flat sum 
representing the interest for one year 
on the amount originally guaranteed 
to be paid to the lender for credit upon 
the loan at the time the loan is closed.” 

3 Change the requirement that the 
‘purchase price”’ of the property being 
acquired by the veteran shall not ex- 
ceed the “reasonable normal value” 
to require that the “amount of the 
loan” shall not exceed the “reasonable 
value” of the property. He suggested 
that “independent appraisers”’ be used. 

4. Make it possible for national 
banks and District of Columbia institu- 
tions to make real estate loans on the 
same basis as other banks under the 
G. I. Bill. 

5. Expand the purposes for which 
farm loans may be made to include 
farm supplies, such as seed, feed, ferti- 
lizer and other items essential to the 
production of crops, and poultry in 
addition to live stock. Also to include 
loans for the construction of farm 
buildings, and loans to meet delin- 
quent indebtedness and taxes. 

6. Expand the purposes for which 
business loans may be made to include 
inventory, working capital and mod- 
ernization and repair loans for build- 
ings and equipment. 

7. Provide for a “cumulative guar- 
anty of business loans on a plan similar 
to that of the Federal Housing Act 


P. GREGO RY, Washington rae 


Title I insurance plan as an alternative 
to the 50 per cent or $2,000 guaranty 
of the individual loan.” 

The A. B. A. committee, Mr. Davis 
disclosed, is now conducting an “‘exten- 
sive study of the general economic, 
financial and credit needs of veterans.” 


He also revealed that an A. B. A. 
survey showed that many loans were 
being made to veterans without the 
Government guarantee. 

“Our survey showed,” he said, “that 
the reporting banks had applied for 
the Veterans Administration* guaranty 
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Doing Business 
DOWN SOUTH AMERICA’S WAY? 


If your banking business ex- 
tends to Mexico, Latin or 
Central America, it will pay 
you to investigate the advan- 
tages offered by this bank’s 
specialized knowledge of this 
field of foreign trade. 


Our services are both func- 
tional and advisory in scope, 
our foreign banking contacts 


widespread. The foreign de- 
partment is under the super- 
vision of one of the country’s 
internationally known experts 
on foreign trade. . 


Our interest in and knowledge 
of South American banking 
has long been a feature of 
Mercantile-Commerce service 
to its correspondent banks 
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of 4,411 loans, amounting to $14,500,- 
000, but that in addition these banks 
had made loans direct to 4,256 veterans 
without the guaranty for a total. of 
$17,000,000.” 


° a * 


Tax Relief for Banks 


The House approved tax bill which 
proposes to reduce the excess profits 
tax to 60 per cent from 95 per cent, 
effective January 1, 1946, and cut the 
corporate surtax rate 4 per cent, will 
reduce the banks’ 1946 tax bill. 

Bank tax experts believe that the 
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reduction in the excess profits tax will 
affect only.a small number of banks, 
but the cut in the surtax rate will 
benefit all banks. 

The Treasury Department estimates 
that the reduction in the excess profits 
tax from 95 to 60 per cent will cut the 
corporate tax bill in 1946 by $1,300,- 
000,000, while the reduction by 4 per- 
centage points in the surtax rate will 
mean an additional tax benefit of 
$405,000,000 next year. 

How much of the $1,705,000,000 tax 
reduction will accrue to the banks is 
not known. However, data computed 
by the Federal Deposit Insurance 
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Expercence 
Specializing in the problems of the Great 
Lakes Industrial Region, Central National 


Bank of Cleveland, with its 55 years of experi- 
ence, serves bankers and industrialists in their 


varying needs for representation in this area. 


CENTRAL NATIONAL BANK 


of Cleveland 


CLEVELAND 1, OHIO - 12 CONVENIENT OFFICES + MEMBER FDIC 





Corporation shows that in 1944 a total 
of 13,177 insured commercial banks 
reporting to the corporation paid a 
total of $298,997,000 in Federal and 
state income taxes and taxes other 
than net income. 

The compilation shows that Federal 
income taxes with only a small amount 
representing excess profits taxes aggre- 
gated $186,342,000. The 1945 tax bill 
of the banks is estimated to be higher 
than last year’s. State income taxes 
in 1944 totaled $15,729,000. Taxes, 
other than net income, were $96,926,- 
000. Presumably the latter classifica- 
tion represents real estate levies. 

Current operating earnings of the 
13,177 commercial insured banks in 
1944 aggregated $2,206,692,000, while 
net profits before income taxes were 
$951,160,000. Net profits after taxes 
totaled $749,089,000.. After dividends 
and interest on capital net additions to 
capital from profits was $497,010,000. 

A grouping of banks according to 
deposits shows that the bulk of the 
Federal and state taxes came from 
banks with deposits exceeding $100,- 
000,000. Only 159 institutions are 
listed in this category, but they paid 
Federal income taxes totaling $121,- 
599,000 in 1944. 

The group with deposits ranging 
from $2,000,000 to $5,000,000 and with 
3,378 institutions reporting had aggre- 
gate current earnings before taxes in 
1944 of $218,126,000, and net profits 
before income taxes of $78,783,000. 
Their aggregate Federal income tax 
bill was $10,042,000. 


. > Sd 


Title I Restrictions Off 


Pre-war financing facilities under the 
Federal Housing Administration pro- 
gram are again available to millions of 
home owners who postponed repair, 
improvement or modernization of their 
properties because of wartime restric- 
tions. The Federal Reserve Board 
recently removed all restrictions for 
repairs and improvements and _ all 
limitations on the use of materials for 
such purposes were lifted on October 
15. 

This means that 4,500 qualified 
lending institutions throughout the 
country, can resume making loans 
under the peacetime regulations of 
FHA’s Title I operations. Such loans 
may be for maximum amounts of 
$2,500 and run for a maximum term of 
three years, repayable in monthly 
installments. 

More than 5,000,000 property im- 
provement loans, made by qualified 
private lenders and for an amount 
totaling more than $2,000,000,000, 
have been insured by the Federal 
Housing Administration. 

*“‘Normal modernization and repair 
of homes were of necessity curtailed 
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Condensed Statement of Condition as of September 30, 1945 


Including Domestic and Foreign Branches 





























: ASSETS 
Cash and Due from Banks and Bankers....... $ 893,285,810 
United States Government Obligations (Direct 
or Fully Guaranteed) ..................... 2,323,565,991 
Obligations of Other Federal Agencies........ 34,568,891 
State and Municipal Securities.............. 165,903,532 
Otter Bocas. 3... 5. 2s ee Sere Gs 98,181,066 
Loans, Discounts, and Bankers’ Acceptances... 1,016,817,136 
Real Estate Loans and Securities............ 6,036,851 
Customers’ Liability for Acceptances......... 6,656,465 
Stock in Federal Reserve Bank.............. 6,000,000 
| Ownership of International Banking Corpora- 
| i. 8 AG SS a eee 7,000,000 
Deke Premieee 5 ose. ae RS 30,224,729 
Cir Resse 5 ki. ee Bee 2,901,562 
Tete. bk tucsels je SAGE iS aE ae $4,591,142,033 
LIABILITIES 
Beeette.. bis CN eV $4,298,169,026 
(Includes United States War 
Loan Deposit $495,689,738) 
Liability on Acceptances and Bills. .$11,728,881 
Less: Own Acceptances in Port- 

We. Sli x Heer 4,332,283 7,396,598 
Items in Transit with Branches.............. 15,547,338 
Reserves for: 

Unearned Discount and Other Unearned 
SOI ss. his als ke bedi eee kee 1,846,685 
Interest, Taxes, Other Accrued Expenses, etc. 27,974,881 
PS es So enek ey eRe 2,015,000 
Er oer re 
PRT IIAB «nn oie dis. ins Ca bse We oe 0 eee 
Undivided Prolite. oo... 55. ssiis s Kisws 38,192,505 238,192,505 
FOES Sisack nk enh bb ase ee ae $4,591,142,033 
Figures of foreign branches are included as of September 25, 1945, except 
those of branches in the Far East possession of which we have not recovered. 
For these latter the figures are prior to enemy occupation but less reserves. 
$697,088,012 of United States Government Obligations and $8,626,861 of 
other assets are deposited to secure $626,255,536 of Public and Trust Deposits 
and for other purposes required or permitted by law. 
(Member Federal Deposit Insurance Corporation) 
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* * 
e THE » 
, HAMMERMILL | 
.  €OLUMN °- 


This department spent a pleasant lunch 
hour the other day with Associate Editor 
Clayton Rawson of True Detective mag- 
azine. Mr. Rawson is a true connoisseur. 
He collects choice specimens of crime as 
some men go for rarecoinsor first editions. 

* * * 

Here’s one of his exhibits: A well-appear- 
ing gentleman goes to the cashier’s window 
of a large department store and says he 
wants to pay his bill. He presents a bill for 
$30 which the store recently sent to 
(let’s say) John Jones. 


a fo 
Ie 


He offers a check payable to John Jones 
for $70. It is an imprinted check of the 
AcmeConstruction Company duly signed 
by the treasurer of the company. With a 
letter or two and an automobile license, 
he identifies himself as John Jones, en- 
dorses the check and departs with $40 in 
change and the receipted bill. 


* * * 


On his way out of the store he selects $200 
worth of merchandise and charges it to 
John Jones. The sales n checks the 
credit department and finds that ‘‘ Jones” 
is all right—he’s just paid his bill. ‘‘Mr. 
Jones’’ disposes of his merchandise through 
his underworldconnections,anddisappears. 


eh 


In preparation for his feat, this crafts- 
man had rifled a few mail boxes and 
extracted a handful of department store 
bills, among them the one he used here. 


* * * 


From a shady printer he had ac 
supply of imprinted checks. He’ 
any name that 





ired a 
signed 
struck his fancy as “‘trea- 
surer.”’ His phony letters and automobile 
license are standard equipment for _ 
artist in his line of work. All very simp 

. .. because the store cashed a check for an 
unknown endorser. 


* * * 

“Know Your Endorser”’ is the theme 
of the campaign which the U.S. Secret 
Service has waged so energetically to 
stamp out this kind of racket. 

* * * 

In cooperation with the Secret Service, 
Hammermill has distributed more than 
a million copies of its little folder, ‘‘7 
Cautions on Cashing Checks.’ Many 
banks find it an effective and tactful way 
to warn their customers to be constantly on 
their guard. 

* * * 


if you're not acquainted with “7 Cautions,” 
send for a copy, look it over, then ask for a 
supply. No obligation. No salesman will call. 
Hammermill Paper Company, 1503 East Lake 
Road, Erie, Pennsylvania. 


(FLASH! Just as the above column was 
going to press, this bad check passer was 
nabbed by postal inspectors in Rochester, 
N. Y., after a 6-year chase!) 
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during the war period because of the 
need for manpower and materials to 
produce the weapons which enabled 
our fighting forces and those of our 
allies to triumph on the battlefield,” 
Commissioner Raymond M. Foley said. 

“‘Now they can be made. There are 
hundreds of thousands of well-con- 
structed homes in good neighborhoods 
that need repairs to maintain the in- 
vestment in them. Such work is neces- 
sary to preserve the housing inventory 
as it may be some time before new con- 
struction can catch up with demand.” 

Sd Sf + 


Export-Import Bank 


To assist in financing cotton exports, 
the Export-Import Bank of Washing- 
ton is working with private banks on a 
plan involving assumption by it of all 
risks after actual arrival and accept- 
ance of the cotton by the importer. 

Prior thereto 85 per cent of the 
transaction will be financed by the 
Export Bank on a non-recourse basis, 
another 714 per cent on a non-recourse 
basis to the shipper to be risked by the 
private bank, and the final 714 per 
cent to be the shipper’s risk. 

Under the plan claims will come first 
out of the shipper’s 71% per cent, then 
the private bank’s 714 per cent, and 
finally the Export-Import Bank’s 
claims. The shipper will have all the 
risks as to 7% per cent until approval 
of the cotton, and the private banks 
would be expected through knowledge 
of their shippers to protect their 74% 
per cent against shy shipments. 

The new export findncing plan may 
be extended to facilitate the shipment 
of other commodities. An Export- 
Import Bank spokesman said that the 
plan was adopted in order to facilitate 
the rehabilitation of the cotton textile 
industries of France, Belgium, Czecho- 
slovakia and Poland, which have the 
machinery but lack the raw material. 

The Bank also disclosed the signing 
of a loan agreement with the Kingdom 
of the Netherlands providing for a line 
of credit of $50,000,000 to finance the 
acquisition in the United States of 
specified American agricultural and 
manufactured products for use in the 
Metropolitan Territory of the Nether- 
lands. 

The credit is to be available until 
June 30, 1946. Advances under the 
credit are repayable in six approxi- 
mately equal semiannual installments, 
the first of which becomes due on July 
1, 1946. The Netherlands will have the 
right to prepay on any interest date all 
or any part of the principal of any 
note issued pursuant to the loan agree- 
ment, any such prepayment to be 
applied to the installments of principal 
in the inverse order of their maturity. 

Advances under the credit will bear 
interest at the rate of 234 per cent 


annually on the unpaid principal bal- 
ance outstanding from time to time. 
Interest is payable on January 1 and 
July 1 of each year. 

The plan may be extended to other 
countries which want to purchase 
American products to resuscitate their 
economies. 

Sd > a 


Foreign Trade Develop- 
ments 


The broad outlines of United States 
aid to Britain are emerging after six 
weeks of negotiations between Anglo- 
American financial experts. The aid 
program is predicated on the American 
policy that world recovery cannot take 
place until there is universal freedom 
from trade barriers. 

Assistant Secretary of State for 
Economic Affairs William C. Clayton 
said that the advantages to the United 
States in aiding Britain are substantial. 
Removal of exchange restrictions, end- 
ing of the wartime dollar pool and a 
reduction in tariff rates will aid world 
trade recovery. 

Mr. Clayton pointed out that if 
England was not aided her only re- 
course is to continue the wartime trade 
and exchange restrictions and Empire 
preferences to the disadvantage of the 
United States and the world. 

The paucity which characterized the 
earlier conferences between the Anglo- 
American financial experts disappeared 
with the unfavorable results of the 
London meeting of the Council of 
Foreign Ministers. Since then there 
has been a noticeable financial ami- 
ability between the British and Ameri- 
can Treasuries, recognizing in fact 
their mutual interests in post-war 
trade recovery. Trade, cartels, the 
standard of living of every country 
within the dollar and sterling areas, 
are being reviewed with an eye to the 
future. 

From the six weeks conferences these 
points have emerged: 

1. Britain needs and may get a loan 
of about $5,000,000,000. Terms of 
the loan have not been worked out. 
Britain has made her position clear 
during the negotiations. The total 
sum of the aid depends to what extent 
she must cut the standard of living of 
her people. If $3,000,000,000 was 
made available to her for example, 
only the bare essentials would be im- 
ported, such as food and raw materials 
for manufacturers. 

2. In exchange for British aid the 
United States is seeking British trade 
concessions, such as abandonment of - 
the wartime dollar pool, an end to 
Empire trade preferences and lower 
trade tariffs. 

3. American aid to Britain is predi- 
cated on mutual aid by Empire 
countries holding the bulk of the 
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The ear-of-corn trade mark 
of The Corn Exchange 
National Bank & Trust 
Company,Philadelphia, 
one of the best-known 
emblems in banking. 














Another leading bank using Hammermill Safety 


The trade mark of The Corn Exchange National — branches in Philadelphia, are on Hammermill 

Bank and Trust Company, Philadelphia, is known Safety, with the bank's famous trade mark 

throughout the nation. as part of the surface design. The check shown 
Checks of this great bank, which has eleven _ below is on Chainline Hammermill Safety. 
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$14,000,000,000 of blocked sterling. 
The United States has suggested that 
Britain’s external debt could be cut 
approximately 50 per cent. 

4. Re-examination of trade policies, 
cartels and exchange restrictions. The 
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United States contends that free trade 
must prevail in the post-war world if 
universal recovery is to be attained. 
Tariff barriers, government-financed 
monopolies and cartels were labelled 
as deterrents to recovery. 


Britain has agreed, generally speak- 
ing, to the American counter proposals 
for post-war trade recovery. For ex- 
ample Empire trade preferences will 
either be abandoned or substantially 





changed. The dollar pool, a wartime 
emergency, will disappear with the 
elimination of foreign exchange re- 





To Serve You In 


CANADA 


| D pete the war the develop- 
ment of Canada’s natural 
resources has gone forward 
rapidly. Plan now for profitable 
post-war trading with the 
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Cuba 
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108 Old Broad St. EC2 


Dominion. 





Canadian problems. 





General Office - Toronto, Canada 


the BANK of NOVA SCOTIA 


Over a Century of Banking Experience 


With ample resources and 
over a century of banking ex- 
perience, this Bank is in a 
position to be helpful with your 
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strictions. Under the dollar pool 
Commonwealth countries pooled their 
dollar exchange resources and made it 
available to the Bank of England for 
overseas purchases, preferably in the 
United States. Only necessary pur- 
chases were approved for the Empire. 

How much Empire and other 
“blocked sterling’ countries are will- 
ing to contribute to Britain’s financial 
recovery has not been disclosed. Per- 
haps Commonwealth countries have 
given some indication of willingness to 
scale down debts and it only remains 
for the non-Empire holders of Britain’s 
external debt to make their positions 
known. Britain may call a world con- 
ference of her debtors to settle this 
important question. 

During the discussions some of the 
Commonwealth countries, particularly 
India and Australia, evinced “‘rest- 
lessness” with Empire trade prefer- 
ences. India, a creditor for the first 
time since 1796, and Australia, con- 
siderably industrialized under the im- 











VIS-U-ALL 


(...the visualizing of records) 


Webster defines : VisuaAL — perceived by vision 
J I 
Vision — that which is seen 


**Y and E’’ Vis-U-All represents all that the word im- 
plies. 


The arrangement of recorded facts in a manner which 
presents a clear, unobstructed view of important infor- 
mation for unit or group control. 


Developed from the basic idea of the vertical card file 
with its maximum flexibility, thru the various stages of 
improvement to semi-visible and on to ‘*¥Y and E”’ Vis- 


U-All. 


Some of the best applications of “*Y and E’’ Vis-U-All 
are—Loan records—Savings ledgers—Personnel records 
and Central information files. 


Arranging cards on edge, one behind the other (vertical 
filing) was the first step. Adding tabs or signals to these 
cards marked the next step toward visualization. Then 





came the overlapping card with the stepped arrange- 
ment of the card holders, visualizing both the index 
and the signals placed over it. 


Now “Y and E” Vis-U-All, combining the best features of all of these 
methods to give the greatest visibility to cards ranging from 6x8" to 15x12" 


in an operating space no greater than that required for vertical filing and 
at less cost. 
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TRAVEL and TRAFFIC INFORMATION 


Now Available at 


AMERICAN EXPRESS OFFICES 


AS WAR RESTRICTIONS are being relaxed, American Express resumes its World-Wide 
Service to American Business. Twenty-three Foreign Offices are now in operation. Others 
are being reopened as fast as conditions permit. These offices offer your clients who are 
reestablishing, or considering, overseas trading a “foreign branch” service. Whatever 


their requirements, American Express international service begins at any of its offices and 
radiates around the world. 


IF IT’S TRAVEL—Air and steamship tickets. Itiner- IF IT’S EXPORT OR IMPORT—Export or Import 
ary outlines. Routes. Costs. Hotel Accommodations. Shipping. Custom Clearances. Placement of Marine 
Travelers Cheques—the only present-day, readily- Insurance. Documenting from point of origin to des- 
acceptable, universally-recognized international tination. 

ain rors OR, JUST INFORMATION- Inquiries relating to 
IF IT’S FINANCIAL—Foreign Exchange. Remittances. travel facilities, financial and traffic regulations, 
Collections. Travelers’ Letters of Credit. are invited. 


Ainsrican Expnete 
SERVICE AROUND THE WORLD 
65 Broadway, New York 6, N. Y. 


Amsterdam, Antwerp, Athens, Basle, Bombay, Buenos Aires, Cairo, Calcutta, Florence, Geneva, Glasgow, 
Liverpool, London, Lucerne, Manila, Marseilles, Naples, Nice, Paris, Rio de Janeiro, Rome, Rotterdam, Zurich. 
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If History Repeats...Will Customers’ Losses Jump? 


IS I I gf Sf 
7p </ ‘ 2> <2 











400% 





300% 








200% 





LOSS CONTROL...a Must for 
Profit.” Write for this timely book. 





Credit Losses Jumped£ after World War I. In three years the number 
of business failures mounted to 367% of the 1919 total. Current liabilities of 
failures climbed even faster . . . to 553.7% of the 1919 total in just two years. 


Will History Repeat? No one knows. That’s why thousands of banks 
recommend Credit Insurance to their Customers . . . and many banks insist on 
this added protection in granting loans. American Credit Insurance places a 
definite cash value on customers’ accounts receivable for goods shipped . . . 
guarantees that they will be paid . . . and the bank now may be included 
as a named assured without charge. 


“Credit Loss Control’... a new, timely book .. . contains im- 
portant figures and up-to-the-minute facts that you need . . . to assist customers 
who seek your advice about credit policies and problems. For a copy address: 


American Credit Indemnity Company of New York, Dept. 49, First National 
Bank Building, Baltimore 2, Maryland. 


PRESIDENT 
| 52™Yoar | 4 
AMERICAN American 
CREaIT INDEMNITY 


COMPANY 


of New Yor« 


Credit Insurance 


Guarantees Payment 


of Accounts Receivable 


Cc 


> 
¥ 
185 ss) 





OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 








THE BURROUGHS CLEARING HOUSE—November, 1945 


petus of war, do not want to depend 
entirely on the arrival of British goods 
under the trade preference plan. 

Australia, India and other Empire 
nations also want to buy in the United 
States. Thus, one of the conditions 
of American aid to Britain is that 
$2,000,000,000 of the $5,000,000,000 
loan will be earmarked for Empire 
purchases in the United States. 

This latter proposal was made part 
of the agreement in order to eliminate 
objections to any aid to Britain arising 
from the fact that members of Con- 
gress have raised the question that 
Britain was pursuing a trade policy 
detrimental to American exporters. 
Trade discrimination charges against 
Britain resulted from the fact that 
Britain was barring American pur- 
chases by holders of blocked sterling 
in order to reduce her external debt 
by selling British goods to her debtors. 

In connection with the trade re- 
covery program, the Treasury Depart- 
ment has lifted virtually all freezing 
controls against French assets in the 
United States. Adopted as a wartime 
measure after the invasion and col- 
lapse of France, more than $1,400,000,- 
000 French assets, consisting of cash, 
securities and capital assets in the 
United States were impounded. 

The Treasury also lifted its French 
import and export controls over checks, 
drafts, bills of exchange and other pay- 
ment instructions being sent to or from 
blocked countries. 

As a result of these two major steps 
in the Treasury’s defrosting program 
there are no freezing restrictions on 
current transactions with France. 
Similar steps will be adopted with 
regard to other countries. 

Under the Treasury’s plan, trade 
between France and any unblocked 
country may now be freely financed 
through the United States. Remit- 
tances may be made to France in un- 
limited amounts, for any purpose, and 
through available channels, including 
the sending of checks, drafts, or money 
orders. Powers of attorney and proxies 
may be freely sent to France. Securi- 
ties may be exported to France al- 
though the importation in the United 
States of most securities continues to 
be controlled under General Ruling 
No. 2 in order to preclude the disposal 
of loot in American markets. 

To prevent the release of property 
in the United States which is held in 
French names, but is actually enemy 
owned, all assets in which persons in 
France have an interest will remain 
frozen until the Government of France 
has had an opportunity to check the 
beneficial ownership. Once the French 
Government certifies that such assets 
are in fact French owned, they will also 
be released from the freezing controls. 
In the meantime such assets may be 
supervised by their owners. 
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SKILL TO DO... 
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N OFFERING a program of assistance and 
cooperation to correspondent banks, the 
Philadelphia National believes its broad ex- 

. perience in participation with other banks in 

loans to local enterprises particularly valuable at present. 


Since “skill to do comes of doing” our experience, 
covering many industries, enables us to offer practical 
cooperation with correspondent banks, not only with 
local loans, but particularly in the participation in con- 
tract termination and reconversion loans. These services 
are supplemented by our ability to obtain credit infor- 
mation of unusual accuracy and timeliness. 


We will be pleased to explain just how our experience and 
ability to work with correspondent banks can be of def- 
inite value to your institution. Your inquiries are invited. 


THE PHILADELPHIA 
NATIONAL BANK» 
PHILADELPHIA 1, PA. * ORGANIZED 1803 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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CANADA'S PERFORMANCE 
and CANADA'S PROMISE 


Our great and valiant neighbor to the North is 35th in 


population among the nations of the world. 


But the spirit and devotion of her people and the mar- 
shalling of her resources “‘enabled her to give service 


in many fields in second, third, or fourth place from 
the top.”’ 


In national income, foreign trade, and holdings of gold 
and foreign exchange, Canada was placed seventh by 
the measure applied dispassionately at Bretton Woods. 


Canada’s promise of the future with her great tangible 


and intangible resources, is even greater than her per- 


formance of the past. 


If you are doing business or are contemplating business 
in Canada, we cordially invite you to take advantage of 


our long-established connections. 


Wherever there are banking facilities, from Halifax to 
Vancouver, we have the contacts and the relationships 


founded in peace, strengthened in war, fully prepared 
for the future. 


* 


NATIONAL BANK OF DETROIT 


DETROIT, MICHIGAN 


National « World-Wide 
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The PERSONALITY SPOTLIGHT 
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R. A. VOSE 





CHARLES A. VOSE 


Father and son combination now heads Oklahoma's largest bank 


The trend toward selecting com- 
paratively youthful men to head large 
banking institutions continues. New 
president of The First National Bank 
and Trust Company, Oklahoma City, 
is 45-year-old Charles A. Vose, who 
as vice-president has been a loan and 
investment officer of the bank since 
1923. He was elected October 6. 

He succeeds his father, R. A. Vose, 
who has been named chairman of the 
board to fill the vacancy created by 
the recent death of L. B. Jackson. 

The younger Vose began his bank- 
ing career in 1920 with the American 
National Bank, one of the merged 
institutions which formed the First 
National, largest bank in Oklahoma. 
He has financial interests in several 
other Oklahoma banks and is well 
known in banking circles. He is also 
noted for his leadership in civic and 
philanthropic enterprises. 

R. A. Vose likewise has many other 
business and banking interests through- 
out the state, including the presidency 
of the Southwestern Cotton Oil Co. 
He became president of First National 
Bank on February 19, 1944, following 
the death of W. E. Hightower in an 
airplane crash. He first became affili- 
ated with the predecessor American 
National Bank in 1904 as a director. 

Lyali Barnhart, vice-president and 
comptroller at First National, has been 
elected a director. 

+ 


New president of the Fidelity Trust 
Company, Pittsburgh, is Alexander 
P. Reed, formerly vice-president in 
charge of the trust department, with 
which he -has been associated since 
1915. He succeeds Eugene Murray, 


. 





now chairman of the board, who will 
continue to be active in the bank’s 
management. Mr. Murray has been 





EUGENE MURRAY ALEXANDER P. REED 
with Fidelity Trust since 1898, and 
has served as president since 1934. He 
is also president of the First National 


Bank in Sewickley, Pennsylvania. 

In other official changes at Fidelity 
Trust, William G. Boggs, treasurer, 
was also made a vice-president, and 
two trust officers, John A. Byerly 
and Philip K. Herr, were elected 
vice-presidents. 


¢ 


National Bank of Detroit wel- 
comes back its president, Charles T. 
Fisher, Jr., who has been on leave of 
absence since 1942 when he was 
appointed by President Roosevelt as 
a director of the Reconstruction Fi- 
nance Corporation to aid in the war 
financing program. Mr. Fisher’s bank- 
ing career had previously been inter- 
rupted to serve the RFC locally, and 
as State Bank Commissioner in Michi- 
gan. He now resumes executive direc- 
tion of National Bank of Detroit, along 
with Walter S. McLucas, chairman 
of the board. 


e 


A prominent figure in American 
banking, Rudolf S. Hecht, A. B. A. 
president in 1934-35, has announced 
his forthcoming retirement as chairman 
of the board of The Hibernia National 
Bank in New Orleans. It is expected 
that he will be succeeded at the annual 
meeting January 9 by Albert B. 
Paterson, now chairman of the bank’s 
executive committee and chairman of 
the board and president of New Orleans 
Public Service, Inc. 

Mr. Hecht was born in Germany 
and received his early banking training 
there. He came to the United States 
in 1903, and in 1906 became associated 
with the former ~Hibernia Bank and 
Trust Company in New Orleans. After 
a series of rapid promotions he became 


Former A. B. A. president to retire as chairman of New Orleans bank 


ALBERT B. PATERSON 
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president in 1918. He has been chair- 
man of the Hibernia National Bank 
since it was organized in 1933. Follow- 
ing his retirement, Mr. Hecht plans to 
combine business and pleasure in an 
extended trip through Central and 
South America, and then to devote 
part of his time to shipping interests 
and foreign trade development. 


¢ 


It’s “out of uniform and back to 
‘civvies’ ” for an increasing number of 





- 
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bank officers. For example: EDWARD B. SMITH LT. COL. WELLS — W. R. DRIVER, JR. COL. KYLE 
ae hein ee = cg Mean There is a returning tide of war veterans to banking ranks 
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N OCTOBER FIRST Richard H. Stout, president of 
the Morris Plan Bankers Association, with headquar- 
ters in Washington, D. C., joined our staff as a vice 
president. His principal duty will be to serve our cor- 
respondent banks who wish information and advice in 


matters pertaining to consumer credit. 


Thus to our own experience of 32 years we add the 
experience of a man who has made this type of business 
his life work. Banks desiring to develop any phase of 


consumer credit will find this combination invaluable. 
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tary of War, has been elected vice- 
president of Bankers Trust Company, 
New York, in charge of the consumer 
credit department. He formerly was 


‘manager of the personal loan and 


finance department of Cleveland Trust 
Company. R. B. Foote, with the 
Army Air Force since 1942 and a for- 
mer assistant vice-president at Bankers 
Trust, has been elected a vice-presi- 
dent. 

After four years leave of absence 
from The Northern Trust Company, 
Chicago, on war service of a financial 
nature, Edward Byron Smith has 
returned to take up new duties as a 
vice-president in the banking depart- 
ment. 

Colonel Gainer B. Jones, former 
trust officer of The National Bank of 
Commerce, Hous- 
ton, Texas, has re- 
turned to the bank 
after more than 
four and one-half 
years in the Army, 
and has been elect- 
ed vice-president 
and trust officer. A 
West Point gradu- 
ate, Colonel Jones 

COL. JONES was the first mem- 

ber of the bank 
to join the armed forces, and the 
sixth veteran to return. For his out- 
standing services during the European 
invasion he was awarded the Legion of 
Merit, the Bronze Star with Bronze 
Oak Leaf Cluster, and the French 
Legion of Honor and Croix de Guerre 
with Palm. 

Manufacturers Trust Company, New 
York, welcomes back its vice-president 
in charge of the real estate depart- 
ment. He is Lt. Col. Harry C. Kil- 
patrick, whose Army service extended 
from November, 1942, until August 28, 
1945. The welcome mat was also un- 
rolled for Lt. Col. Harold H. Kauf- 
man, who has rejoined the bank as an 
administrative vice-president at the 
main office. 

Lt. Col. Dean. J. Wells has re- 
turned to his former duties as vice- 
president of The Commercial National 
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AUTO PLAN 






















“You'll be smart, Jim, to 
finance your new car 
through your bank” 


Tue Bank and Agent Auto Plan is fast catching 
on. It was bound to. The public has begun to 
appreciate that this modern, simple plan for fi- 
nancing and insuring an automobile saves them 
money on financing and assures them of complete 
insurance protection and service through their 
own insurance agent. In addition, more and 
more banks are starting to use the Plan. They 
know that the Plan has worked successfully for 
many other banks; that it can also be made to 
work for them. They realize that the Plan will 
help them obtain an increased volume of desirable 
loans. Also, that these loan customers will be 
excellent prospects for the many other services 
of the bank. Yes, with tens of thousands of in- 
surance agents and brokers anxious to become un- 
salaried salesmen for their local’ banks, the Bank 
and Agent Auto Plan offers banks an unprecedented 
opportunity. Is your bank using this Plan? 
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Bank and Trust Company of New 
York, after three years in the Army’s 
Finance Department. 

Captain William R. Driver, Jr., 
who entered military service as a 
private, has been elected an assistant 
vice-president of Bank of the Man- 
hattan Company, New York. He re- 
turned to the bank October 15 and will 
again be associated with the New 
England division. 

Lt. Commander Allen B. Morgan, 
vice-president of The First National 
Bank of Memphis, has returned to the 
bank and is beginning to get acclimated 
to dry land again. During his three 
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and a half years of service in the Navy 
he traveled over 100,000 miles in the 
forward combat area, and in one nine 
month’s stretch of sea duty he spent 
only twelve hours on land. He was 
cited by Admiral Halsey for outstand- 
ing service. . 

Edward Everett Watts has been 
elected chairman of the board, Broad- 
way Savings Bank, New York, and is 
succeeded as president by Thomas 
R. Cox, formerly executive vice-presi- 
dent. 

Mr. Watts has been a trustee of the 
bank since 1915 and president since 


















Such Armorer's Marks 
identified armor of finest 
workmanship and 


.«. they looked for a Trademark 


The noble knights and sires of the Middle Ages held the Armorer in 
high esteem, and the fame of his skill spread from Court to Court. 


quality His mark on gleaming cuirass or helmet was eagerly scrutimzed by 
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PAPERS Specify Eagle-A Contract Bond to your Printer, Lithographer or 
This famous watermark Tagpeves 


is your guarantee of 
value in paper 
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1935. Mr. Cox, a trustee since 1933, 
was named executive vice-president in 
June following his release from the 
Army as a Major. Before entering the 
Army, he was a partner in Brinton & 
Co. and a member of the New York 
Stock Exchange. 


5 


After seven years with the Morris 
Plan Bankers Association, Richard 
H. Stout has resigned as president 
to join the Industrial Bank & Trust 
Company, St. Louis, as vice-president 
in charge of consumer credit. His 
successor as head of the Association is 
Joseph E. Birnie, of Atlanta, presi- 
dent of the Morris Plan Bank of 
Georgia. 


? 


Four newly-elected vice-presidents 
at the Wells Fargo Bank & Union 
Trust Co., San Francisco, are: 

G. W. Wickland, in charge of the 
bank’s new business and public rela- 
tions activities, who returned recently 
from two years service as executive 
officer of a- Naval Air Transport 
squadron. 

E. Leunenberger, who has been 
assistant vice-president and manager 








A. H. SILVERNAIL 
O. CARLSON 


E. LEUNENBERGER 
G. W. WICKLAND 


of the foreign department since 1929. 

A. H. Silvernail, an assistant vice- 
president since 1929 in the corre- 
spondent banks department. 

Oliver Carlson, who started as a 
junior in the credit department in 1913, 
was elected assistant cashier in 1930, 
and assistant vice-president in 1942. 


¢ 


There is a current personnel turn- 
over in the ranks of state secretaries. 
The veteran William B. Hughes, 
secretary of the Nebraska Bankers 
Association for 40 years, has an- 
nounced a desire to retire. He will be 
succeeded by Carl G. Swanson, who 
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The latch-string is always out 


Somehow you don’t-think of a bank as having 
a latch-string. But as a symbol of welcome, 
ours is always out to our Correspondent Banks. 
And we feel just as welcome when we go to 
call on them. 


There’s a very special relationship between 
The Pennsylvania Company and its Corre- 
spondents. It’s one which we prize highly. 
It’s one we both enjoy and from which we 
both gain much. 


Because our experience is so broad and 
eheas Lyf 

our facilities so complete, we really have a 

lot to offer. Not only are we a large Bank, 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM 


but we’re also one of the oldest and largest 
Trust Companies in the United States. We 
‘want to help and help promptly in any 
possible way. 


In the steady flow of business, we've set a 
rather enviable record of speed in clearing 
transit items. This is something our Correspon- 
dents seem to appreciate particularly. It is 
one of many special service features we're 
glad to provide. 


Even if you are not a Correspondent, drop 
in for a visit when you are in Philadelphia. 
We'd like to see you. 


THE 


PENNSYLVANIA 
COMPANY... .ss:00:::>. 


LIVES AND GRANTING 
ANNUITIES @ Founded 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 
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Your business records are 


WORTH KEEPING 


Keep them on paper 
of proved resistance to time 
and hard handling... 


Weston paper 


Key accounting records—legal and financial docu- 
ments — insurance records — reports — executive cor- 
respondence—records such as these are too 
important to be trusted ‘to all-purpose paper of 
doubtful quality or stamina. They deserve a 
foundation of paper worthy of the responsibility 
for carrying valuable records — paper made and 
tested specifically for the purpose—WESTON paper. 


Records on Weston Cotton Fibre Content Rec- 
ord, Ledger, Index and Bond Papers stand up 
over years of active use. All you need to do to 
assure your records lasting serviceability is to 
establish this sound policy: 


If it’s worth keeping, 
keep it on a WESTON paper 


BYRON WESTON COMPANY, Dalton, Massachusetts 





——— 
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will resign as State Treasurer of 
Nebraska. 

On December 1, Buford Yerger, 
secretary of the Mississippi Bankers 
Association, will become vice-president 
and trust officer of the Commercial 
Bank & Trust Company, Jackson, 
Mississippi. The new secretary will 
be Leigh Watkins, executive man- 
ager of the State War Finance staff, 
and statistician-on-leave of the State 
Tax Commission. 

. 


A senior credit officer at the main 
office of The Public 
National Bankand 
Trust Company of 
New York, Ed- 
mund P. Looney, 
has been promoted 
from assistant vice- 
president -to vice- 
president. He has 
been active in the 
American Institute 
of Banking and the 
Graduate School of 
Banking. 


* 


E. P. LOONEY 


A fountain pen with which history 
was written is the prized possession of 
Y. C. Woo, resident executive direc- 
tor in San Francisco of the Bank of 
Canton. Shortly after Pearl Harbor, 
Mr. Woo presented the pen as a part- 
ing gift to Admiral Chester W. Nimitz 
with the remark, “When you have 
defeated Japan you can sign the peace 
treaty with it.” 

Mr. Woo visited the Pacific fleet 
commander-in-chief when he returned 
to San Francisco recently. Admiral 
Nimitz reached in his pocket and said, 
“Here is a souvenir I brought back to 
you from Tokyo Bay. I did what you 
asked me to and signed the peace 
treaty with it.” 

With that he handed back the pen 
which Mr. Woo had given him nearly 
four years ago. 

* 


C. Robert Haines, assistant vice- 
president and manager of the foreign 
department at Corn Exchange Na- 
tional Bank and Trust Company, 
Philadelphia, left in mid-October for a 
two months tour of Brazil, Uruguay 
and Argentina. He will survey eco- 
nomic conditions in these countries. 


* 


It was erroneously reported in the 
October issue that E. J. McAuley 
had been named vice-president of the 
First National Bank, Mobile, Alabama, 
in charge of the foreign department. 
Mr. McAuley is president of the insti- 
tution and should have been quoted 
as announcing the appointment of 
A. S. Brueggemann to the post. 
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LON The Bank and Agent Automo- 
bile Financing Plan puts banker 
and insurance agent on the same 
team. Working together, you 
can make big gains. But first, you must be sure you 
know all there is to know about this plan. 


AUTO PLAN 4 


May we call your attention to two new and very 
important manuals? Here are their titles, and the 
addresses where non-members of either association 
may purchase copies: 


] “Serving The Millions,” a complete Bank-Agent 
Plan manual for the insurance man. Write 
National Association of Insurance Agents, 80 
Maiden Lane, New York, N. Y. 


2 “Direct Automobile Loans to Purchasers and 
Owners,” a detailed manual for bank personnel. 
Write American Bankers Association, 22 East 
40th St., New York, N. Y. 


We believe that all insurance agents and bankers 
should read both of these manuals, for they give a 
complete outline of the plan in all its phases. 


We'd like to send you five free bulletins, pub- 
lished by The American Insurance Group, describ- 
ing Bank-Agent Plans which have worked — and 
worked successfully — as well as other Bank-Agent 
Plans now being formulated. 


There’s no cost or obligation for these five free 
bulletins. Just clip and mail the coupon below. 
Do it today, for this plan promises to be one of the 


important developments in modern banking and 
insurance history. 





Newark 1, New Jersey 


The American Insurance Company © Bankers Indemnity Insurance Company © The Columbia 
Fire insurance Company © Dixie Fire Insurance Company © The Jersey Fire Underwriters ~ 


FIVE FREE BULLETINS! CLIP AND MAIL THIS COUPON. 


Sec . ae, ae a a ee ee A: et a 


| THE AMERICAN INSURANCE GROUP, Dept. 195, Newark 1, N. J. | 


Please send me — without cost or obligation — your five free 
bulletins concerning the Bank-Agent Auto Plan. 


Name 


| 
! 
| 
| 





; Address. 
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“Tf our experrence after the last 
war is any criterion, we face 
a future crome wave of major 


ee.!- 
- 





proportions. 
— HARVEY S. FIRESTONE, JR. 






Pagaedt banker , remem 
prevailed after World War L, 
recent rate reductions on Baiikets 


a aera broader forms and increased coverage. : 





Be also are nce § themselves a ma os | ns = 





written for three-year terms, instead of on an annua 








basis. 


FIDELITY, SURETY AND BANKERS 
BLANKET BONDS; BURGLARY,ROBBERY, — 
FORGERY AND GLASS INSURANCE 



















FIDELITY AND 


COMPANY OF MAL 
Founded 1890 — Balt | 








WITH WHICH IS AFFILIATED THE AMERICAN 





In writing to advertisers please mention The Burroughs Clearing House 
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CANADIAN BANKING 
By JAMES MONTAGNES 
Banking in Canada Family Allowances at Family Allowance checks. You 


A concise and comprehensive review 
of Canadian banking is contained in 
the monthly newsletter of the Royal 
Bank of Canada for September. The 
newsletter covers briefly the history of 
Canadian banking, the Canada Bank 
Act under which the 10 chartered 
banks operate, the establishment and 
functions of the government’s central 
Bank of Canada, gives figures on all 
the 10 banks, points to the war services 
of staffs and banks, describes how 
credit is provided by the Canadian 
banks, how the branch banking system 
operates, and the types of accounts 
handled by the banks. 

Bankers interested in obtaining a 
well-rounded picture of the Canadian 
banking system can procure individual 
copies of the September newsletter 
from J. C. Nelson, advertising man- 
ager of Royal Bank’s advertising 
department at the Montreal home 
office. 

Figures of interest in the review 
show the relative standing of the 10 
banks, with figures from recent govern- 
ment reports. Assets of Canadian 
banks at June 30, 1945, were as fol- 
lows: Royal Bank of Canada, $1,831,- 
605,106; Bank of Montreal, $1,690,- 
091,226; Canadian Bank of Commerce, 
$1,277,137,590; Bank of Nova Scotia, 
$613,591,788; Imperial Bank of Can- 
ada, $376,323,972; Bank of Toronto, 
$327,818,284; Banque Canadienne Na- 
tionale, $318,323,916; Dominion Bank, 
$304,424,196; Provincial Bank, $120,- 
312,360; Barclay’s Bank (Canada), 
$35,318,657. 

The 10 banks have 3,078 offices 
throughout Canada, while many have 
offices in the United States, Newfound- 
land, Great Britain, France, British 
West Indies, Cuba, Puerto Rico, 
Dominican Republic, Haiti, Colombia, 
Venezuela, British Guiana, Brazil, 
Uruguay and Peru. Five million sav- 
ings accounts depositors have deposits 
averaging almost $500 each. 

The review points out that practi- 
cally all the presidents and general 
managers of Canddian banks have 
come up from juniors within their 
respective banks, that branch man- 
agers have had experience in various 
parts of Canada before being assigned 
a branch to manage and can see prob- 
lems from other than a local view- 
point, and that promising young 
bankers are given opportunities for 
advancement. 


Payments every month to Canadian 
mothers of allowances for each child 
under 16 years of age by the Canadian 
Government, started in Canada in 
July, have averaged about $18,000,000 
each month. Payments are made by 
check, about 1,500,000 each month 
(The Burroughs Clearing House; Sep- 
tember, 1945) which are handled by 
the banks, the checks having to be 
cashed within 30 days. Money is for 
education, clothing and additional 
food for children. 

The Huron & Erie Mortgage Corpo- 
ration is suggesting to parents, in a 
series of advertisements in Canadian 
newspapers, that they start trust 
accounts with these family allowance 
payments for future education of the 
children, where the money is- not 
needed immediately to feed and clothe 
the youngsters. Says one advertise- 
ment: “There are two ways of looking 


can cash them at once, or you can put 
the money aside as a nest egg for the 
children. Many mothers are opening 
planned savings accounts ‘in trust’ for 
the children. This keeps the Family 
Allowance money separate where it 
constantly increases at interest and is 
available whenever required for edu- 
cational and other needs.” The com- 
pany points to its 2 per cent interest 
rate on savings accounts. 


o Sf ° 


Who Owns Canada’s Banks 


Figures released at Ottawa by the 
Department of Finance, show that at 
end of 1943 Canadians owned 70.2 
per cent of the capital investments in 
Canada’s banks, including the savings 
banks in Montreal and Quebec. In- 
vestment in Canadian banks by resi- 
dents outside Canada, showed 17.2 








| Where was the First U. S. 
Electric Street Railway Located ? 


The 


first commercially operated 


electric 


streetcars were those of the Baltimore and 
Hampden Line which began service on 


August 10, 1885... 


Today, Baltimore is 


one of the Nation’s key industrial centers 
and the Equitable Trust Company is one 
of its busiest banks. By keeping constantly 
abreast of conditions in this important in- 
dustrial area, the Equitable Trust Company 
is able to serve “out-of-town” banks quickly, 


intelligently, thoroughly. 


inquiry. 


We invite your 


Equitable Trust Co. 


Member Federal Deposit Insurance Corporation 


A Baltimore 
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per cent elsewhere in the British 
Commonwealth and Empire, 10.6 per 
cent in the United States and posses- 
sions, and 2 per cent in other countries. 
Total investments amounted to $302,- 
000,000. There has been little change 
in the geographical distribution of 
Canadian bank stock by countries 
since 1930, when capital investment 
was $323,000,000. 


4 Sd + 


Succession Duties 


A comprehensive 32-page booklet 
has been issued by the Montreal Trust 
Company on succession duty rates for 
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the Dominion of Canada, and the 
provinces of Quebec, Nova Scotia, 
Ontario, Manitoba, Alberta and Brit- 
ish Columbia. The booklet deals 
with general information on succession 
duties and who pays them, and cites 
rates, exemptions and examples of 
succession duties in the Dominion and 
the six provinces named. The other 
three Canadian provinces also have 
succession duties but these are not 
included in the current edition of the 
booklet. The publication has been 
distributed to solicitors, notaries and 
chartered accountants in principal 
Canadian cities. In addition to 
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WERRING SAFE: 


* HISTORICAL NOTE 
Fire raged uncontrolled, May ite 
18, 1849. Large buildi cr 
Twenty Herring safes withstood 
the inferno, the bombardment of 
falling walls, and lay buried in 
red-hot debris. Their heavy iron 
rollers ran into molten streams— 
but. the contents. of each Herring 
safe were preserved intact. 
Attested by insurance records, 
July 27, 1849. 





OVER A CENTURY OF METALCRAFT LEADERSHIP 


and farther ahead in 1 bleeds than ever myeeey 


















one leader .. 





architects, 


IN PREPARATION: °° 
- An illustrated history of devices men have 
used to protect their valuables from the cove 
man era to the present. 
bonkers, 


pa ne 


* Let the Bali’ aan Ser itself. Silas Herring set 
the pace in 1834 by engineering and building the 
world’s best safes. His ideal has so dominated this 
institution’s policies for a hundred eleven years that, 
today, the name Herring-Hall-Marvin identifies the- 
world’s most complete and most respected lines of 
safes, vaults, vault doors, metal cabinets, and other 
devices that men must rely upon for protecting their 
valuables against loss by fire or theft. There are, 
of course, —_ second choices; but there is only 


. H-H-M! 


Progress in Protection."’ 


Limited edition. For 





executives. Please re- 


serve (by letter) your copy now. Gratis. 


HERRING-HALL-MARVIN SAFE CO. 


General Offices 


BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Lovi 
Philadelphia, Los Angeles 


URERS OF BANK VAULT EQUIPMENT -BANK COUNTERS -TELLERS’' BUSES AND LOCKERS 


MANUFACT 


SAFE DEPOSIT BOXES - NIGHT 


Hamilton, 


DEPOSITORIES 
DERS OF THE UNITED STATES SILVER STORAGE VAULTS—WEST 





Ohio 


s, Atlanta, Houston 


Other Agencies All Over the World 


BANK AND OFFICE SAFES 
POINT MILITARY RESERVATION 








branches throughout Canada, the 
Montreal Trust Company has branches 
in London, England, and at Nassau, 
Bahamas. 

e a + 


Canadian Bank Promotions 


Two general managers of Canadian 
banks have recently been elected vice- 
presidents of their respective banks. 
One is Stanley M. Wedd, general man- 





STANLEY M. WEDD W. G. MORE 


ager of the Canadian Bank of Com- 
merce, Toronto, and also current 
president of the Canadian Bankers’ 
Association, with 40 years in the bank- 
ing field. The other is W. G. More, 
general manager of the Imperial Bank 
of Canada, who has been with the 
bank for the past 34 years. Both 
bankers will continue as general man- 
agers. 

F. C. W. Hyde, assistant supervisor 
of the foreign department of the 
Canadian Bank of Commerce, To- 
ronto, has been appointed an assistant 
manager at the London, England, 
office of the bank. He is succeeded at 
Toronto by J. J. Rutledge, who comes 
from the managership of the foreign 
exchange department of the Toronto 
branch of the bank. 

John H. F. Turner has been ap- 
pointed assistant superintendent of the 
foreign department 
of the Bank of 
Montreal, at the 
Montreal head 
office. He has re- 
cently returned to 
the bank after 
being on loan dur- 
ing the war as cot- 
ton administrator 
of the Wartime 
Prices and Trade 
Board. He joined the bank at Perth, 
N. B., in 1916, has seen service at 
branches in eastern Canada, and the 
Bank of Montreal’s branches at Lon- 
don, England, and Paris, France. On 
retiring as cotton administrator the 
Canadian textile trade pointed out 
that “he played a prominent part in 
negotiations with Britain and the 
United States for increased supplies of 
cotton goods and his services to the 
industry have been outstanding.” 





J. H. F. TURNER 
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An Inportent Message te 
PURCHASERS OF AUTOMOBILES 


* 


Do you know that through cooperative steps taken by local 
banks and insurance agents and brokers you may finance 
and insure your new automobile with a minimum of red 
tape, pay your insurance premium at the same time, and so 
help to keep this business ‘tat home” where you and your 
community will be the beneficiaries? 

Indications are that 3,000,000 or more new cars will be 
needed to meet the initial demand of American families for 
car replacements. Insurance agents and most bankers in your 
community are planning to handle the insurance and the 
loans. You will deal with people you know. You can choose 
your own insurance and exactly the insurance you want 
and need. 

Our agents are prepared to show you how simply the 
“Bank and Agent Auto Plan” works. Before buying, ask 


our agent or your own broker. 


A ls America 
Dependable FE 





AMERICAN SURETY COMPANY #4 NEW YORK CASUALTY COMPANY 


100 BROADWAY e NEW YORK “age AGENTS AND BROKERS EVERYWHERE 


In writing to advertisers please mention The Burroughs Clearing House 










For Fastest 
Delivery 






SHIP EARLYIN DAY! Thus you avoid end-of-day pile-up at 
airports. Early shipment often means same day delivery to points from 
500 to 1000 miles away. From coast-to-coast overnight. 


YOUR SHIPMENT travels 3 miles a minute between airports 
with special pick-up and special delivery at both ends in all major U.S. 
towns and cities. Rapid air-rail service to 23,000 other domestic points. 
Service direct by air to and from 
scores of foreign countries. 






































TYPICAL RATE CHART 
TYPICAL RATES shown in [A Tos. ] sims |25 10] 401 Over 40 Wes 
Uy , 
box are, on an average, 10% % lower oes uae lesan lesan Tovah T . oa 
than prewar rates. As Air Express 349 | 1.04 | 1.25 | 263 | 4.20] 105 
operations have increased in efhi- el ol RE he 
= ae rT 1049 1.26 2.19 8.75 |14.00 35 
apr eee have been passed on 2349 | 1.65 | 4.03 |2013 [3220 | e805 
to the shipper, making this service a [Tye | a20|a100 13300 | 00 
better business buy than ever. 














WRITE TODAY for interesting “Map of Postwar Town” 
picturing advantages of Air Express to community, business and 
industry. Air Express Division, Railway Express Agency, 230 Park 
Avenue, New York 17. Or ask for it at any Airline or Express office. 


Me LES 











GETS THERE FIRST 








Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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Public Relations Department 


A notable trend among Canadian 
banks is the fact that they have be- 
come increasingly “public relations 
conscious.” Through their policies as 
well as their printed advertising, they 
are exerting strong effort to assure the 
good will and the fullest possible 
patronage of the general populace. 

Further tangible evidence of this is 
seen in the recent appointment of 
Munrg Brown as 
manager of a new 
public relations de- 
partment of the 
Bank of Montreal. 
This is the first 
time such a de- 
partment has been 
established by a 
Canadian bank, the 

MUNRO BROWN public relations 

activities being 
ordinarily handled by the advertising 
or secretary’s department. Mr. Brown 
was formerly advertising manager of 
the Bank of Montreal, and before join- 
ing the bank was a newspaperman on 
the Montreal Gazette, and in advertising 
and publicity work in the book pub- 
lishing industry. 


7 7] 4 


Plans for Expansion 


In order to take care of business 
expansion, directors of the Canada 
Permanent Mortgage Company have 
passed a by-law to increase the amount 
of money which the corporation may 
receive on deposit to three times the 
combined amounts of the actually 
paid up and unimpaired capital stock 
and reserve fund plus the amount of 
its cash actually in hand or in any 
chartered bank in Canada. The com- 
pany has also decided to increase the 
limit of money which may be borrowed 
by the corporation to six times the 
combined amounts of the actually 
paid up and unimpaired capital stock 
and reserve, plus the amount of cash 
on hand or deposited in chartered 
banks in Canada, belonging to the 
corporation. 

* os Sf 


Credit Unions 


Credit unions should be given the 
same privileges as chartered banks, 
Canada’s youngest Parliamentarian, 
Hazen Argue, 24 years old, urged in 
the Canadian House of Commons at 
Ottawa recently. 

He pointed out that when banks 
were first organized their assets were 
composed almost entirely of loans and 
they were in business to make loans. 
This, he stated, has changed greatly 
since 1930, and now Canadian banks 
have more than half their assets in 
government bonds. 
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flash to Green on big 
consumer credit ‘buy- 


y Lights 


Watch for heavy traffic on the great consumer 
‘“buy-way’’ —almost immediately. Through the 
War, people all over the country have been 
waiting to buy new cars, as well as new 
homes, new home appliances and furnish- 


State Farm Mutual’s 1,100,000 preferred-risk 
policyholders want to buy cars right away. 
Most of these will be financed. For months, 
State Farm’s 6,000 agents have been directing 
their policyholders to local cooperating banks 


wary | 
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ings. The day they’ve waited for is practically for credit. 
here! In Detroit alone, plans are laid to pro- 
duce 6,000,000 autos annually to supply the 


demand. 


Is your bank ready for this tremendous 
new business? You can get your share—if 
you're prepared. Hurry! Read how your 
A recent survey shows that 737,000 of bank can profit! 
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BLOOMINGTON, ILLINOIS 





Pacific Coast Office: 
Berkeley, Calif. 





























ra——- CLIP NOW!...MAIL TODAYI-——"4 


State Farm Insurance Companies 
Bloomington, Illinois 


OUR National Advertising Promotes YOUR Bank! 


BO-115 


Gentlemen: 

Please send us, without obligation, your FREE 
booklet, "New Profit Opportunities for Banks," ex- 
plaining the State Farm Bank Plan, and including 
the results of your recent survey of your policy- 
holders’ pestwar buying plans. 


Every national State Farm ad says to America’s car buyers, ‘See 
your local banker before you finance your next car."’ The new 
plan book, “New Profit Opportunities for Banks,” tells how 
you, as a banker, can benefit. It’s packed with information that 
will be of value to you in the very near future. There’s no obli- 
gation. Simply clip and mail the coupon to State Farm Mu- 
tual, the world’s largest auto insurance company. 


ORR EE EEE HEHEHE EE EE HESS 


c----------- 
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IN VAULT E 


mM LINED RECORD S1STEy 


DIEBOLD Vault Doors offer the 
maximum in physical protection 
with modern designs that sym- 
bolize strength and security. 


DIEBOLD Safe Deposit Vaults 
offer the latest in design and pos- 
itive control. You can have your 
choice of sealed key, key chang- 
ing, locks ~or match your pres- 
ent locks. 



















With the war over, the rehabilitation of bank 
equipment and systems is a “must” with countless 
NIGHT DEPOSITORIES institutions. Diebold is ready to serve you— with 
Cement firmly favorable relations 


| with depositors who need afte. improved equipment designs and streamlined 
> hours banking facilities. record systems. 


Diebold also is ready with advanced fire and bur- 
glary resistive doors and vaults—and other bank 
equipment which has made Diebold a famous name 
for over 86 years. 

COUNTER CASHGARDS 


Discourage attempted holdups 
and preserve bulk sums against ' 
loss. 


The Diebold post-war line embodies the “know- 
how” gained during these many years plus the war- 
time experience in producing armor plate for Uncle 
Sam. 


Consult the Diebold man now! He is qualified to 
give you sound advice—to recommend exactly the 
equipment which will best serve your needs. Con- 
CARDINEER tact our nearest branch office—or wire, phone or 
porwindbepes wenn: write us at Canton. 


Speed reference and posting for 


such records as signature, real ~~ DYIEBOLD, INCORPORATED ¢ Canton 2, Ohio 


BIEBOLD 


wbince 1859 


SAFE-T-STAK 
Steel Storage Files 
Established themselves as the 


preferred files in pre-war years Bit 








Se adn game’ Lee Codie mn? Na RECORD SYSTEMS + FIRE & BURGLARY RESISTIVE SAFES & DOORS 
sively as a Diebold product. : Cr 


HOLLOW METAL DOORS + BANK VAULT EQUIPMENT «© MICROFILM j 
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THE BOOKLET COUNTER 
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New Booklets 


Systemeering .. . Over half of all 
retail ventures fail within three years 
and only one out of six succeeds in 
getting established on a permanently 
profitable basis. The consequent losses 
to individuals, to creditors, and to 
communities comprise a huge annual 
total. Banks are directly and indi- 
rectly affected in an adverse manner. 

It is recognized that a major cause 
of failure on the part of retail manage- 
ment is simply lack of “‘know how.” 
Thus bankers can do a genuine favor 
to many merchants in their area by 
directing their attention to the practi- 
cal guide to efficient methods and 
planned profits shown below. The 
brochure was prepared by a manu- 


facturer, in conjunction with a plan . 


board of experts, for the benefit of its 
dealers and other retailers. It is broad 
enough to cover all lines of business, 
however, and tells merchants how to 
improve their buying, selling, receiv- 
ing, collection and record-keeping pro- 
cedures. Different systems are out- 
lined for the small stores where more 


UNIVERSAL 





To aid retail store management 


simplified methods will suffice, and the 
larger stores where operating activities 
are more complex. 

The information is presented in 
sufficient detail so that it comprises a 
comprehensive working guide to suc- 
cessful merchandising. 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 








men dreamin 


For bankers and G. I.’s 


Danger—Men Dreaming .. . 
After consulting with executives of 
banking associations, a large wholesale 
concern prepared this comprehensive 
brochure especially for banker con- 
sumption and distribution. It answers 
many questions likely to be in the 
minds of returning G. I.’s and other 
individuals contemplating business ven- 
tures in the retail field. 

The brochure very effectively cites 
the hazards of retail store operation, 
the minimum capital requirements, the 
safeguards needed, the steps to be 
taken before the store is opened, etc. 
Of especial interest is an estimate of 
initial costs and potential profits over 
a three-year period for stores of dif- 
ferent size. 

There is also an explanation of a 
merchandising plan, linked with the 
wholesale firm, under which successful 
home-owned stores are being operated 
throughout the country. 


Simplified Redemption Table 
- - « With the recent increase in the 
volume of war bonds presented for 
redemption, numerous requests have 
been received from banks for copies of 
the Simplified Redemption Table which 
was discussed in the Trend of Banking 
section of The Burroughs Clearing 
House for January, 1945. Sample 
copies of the table are now available. 


Aircraft Installment Finance 
. « » Highly recommended for any bank 
at all interested in financing aircraft 
sales is this very informative brochure, 
prepared by an insurance organization 
representing leading fire and casualty 


companies. It discusses title docu- 
ments and procedures relating to 
registration of aircraft, transfer of 
title, and recording of liens. It also 
describes a service whereby bankers 
can obtain information on the relative 











Kor a Bank 
That 
Covers Pittsburgh — 


Peoples - Pittsburgh 
Trust Company 


Serving 200,000 Customers 
in the Center of the Great 
Tri-State Industrial Area 


Member Federal Deposit Insurance Corporation 

















FOREIGN REMITTANCES 


Banks with or without Foreign 
Departments are invited to uti- 
lize this Bank’s special facilities 
for commercial and benevolent 
payments abroad, and for the 
drawing of drafts under the 
Bank’s protection. 

Our 37 years’ experience is avail- 
able for assisting banks to estab- 
lish or extend their remittance 
service, and we are prepared to 
furnishcomplete information re- 
garding money transfers to for- 
eign countries. Inquiries for de- 
tailed informationarewelcomed. 


Main Office: 37 Broad Street 


Member: New York Clearing House 
Association, Federal Deposit Insurance 
Corporation 













American 
Mutual’s Bond 
Paper Dollar 


Ten experts selected by Vice Presi- 
dent Gregory T. Crisp of the Ameri- 
can Mutual Liability Insurance Co., 
Boston, analyzed the Company’s 
bond paper needs and devised a 
bond paper pie chart. The commit- 
tee included the heads of the dif- 
ferent divisions where bond paper 
is used or purchased. 

The product of the American 
Mutual, or what American Mutual 
sells, is an intangible. It is a promise 
or an agreement to protect persons 


Dura 
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Appearance 40 percent 


Color J percent 


or property from financial loss. The 
evidence of this “product” or prom- 
.ise must be put on paper and de- 
livered to the customer. How the 
evidence impresses the customer de- 
pends to a considerable degree, 
certainly, on the form in which it is 
presented. Therefore, to make this 
promise as acceptable and credit- 
able as possible, American Mutual 
uses high grade bond for contracts 
with policyholders, applications, 
documents and forms. 


CERTIFICATE BOND 


Manufactured by Crocker-McElwain Co., Holyoke, Mass. 








The Certificate Family of balanced papers—bond, opaque, ledger 
and index—has in a superlative degree the important character- 
istics Mr. Crisp’s committee specified for the American Mutual. 
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marketability of the different models. 
Another section covers the credit and 
insurance problems relating to the 
financing of private owners, distribu- 
tors and dealers, and there is informa- 
tion on repair loans and loans for 
student instruction. 

A supplementary booklet contains 
specimens of credit forms which have 
already been used and approved for 
handling aircraft financing, together 
with samples of insurance policies, and 
title documents issued by the C.A.A. 


Credit Loss Control . . . An in- 
creasing number of banks are tending 
to specify credit insurance on _ bor- 
rowers’ accounts receivable, to protect 
profits and working capital against 
depletion. Actual credit histories, 
actual credit loss examples, are cited 
to illustrate the benefits of thus placing 
a ceiling over possible losses from 
mismanagement, dishonesty, unfore- 
seeable contingencies, and the like. 
The types of coverage are described, 
and there is a listing of businesses 
which have been reimbursed for large 
credit losses. 


What Does Insurance Do?... 
A collection of 50 one-sentence adver- 
tisements designed to clarify the func- 
tions and underlying philosophy of the 
insurance business as a whole. Of 
interest to bankers, not only from this 
standpoint, but also as a suggestion 
for a similar advertising campaign to 
increase public understanding of bank- 
ing. 


Lines of Light . . . Photographic 
studies have been used to trace the 
comparative motions required to main- 
tain records at different dates over the 
past fifty-five years. The motion lines 
were recorded on photographic plates 
by means of electric bulbs, which were 
attached to the wrists and heads of 
operators making random reference to 
ten identical accounts under the condi- 
tions prevalent at the respective periods 
covered. The result is an interesting 
study for anyone responsible for main- 
taining records. ' 


Still Timely 


The Banks are Ready... Pam- 
phlet reprint of a series of six adver- 
tisements designed to acquaint the 
public with the comprehensive program 
adopted by banks to assure business 
of adequate credit in the current transi- 
tion period. 


Bank and Auto Agent Plan... 
A series of four bulletins in which an 
insurance organization discusses vari- 
ous phases of the program to co- 
operate with banks in promoting direct 
financing of automobiles. 
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Simmering on the back of the stove is 
many a man’s idea that his business 
forms need overhauling. 

“My business is different,” he will 
say: “We have special problems which 
ought to get special attention before 
the forms are designed.” 

Your business is different. Whether 
you make gloves, airplanes, armor 
suits, dress goods or baby chairs, your 
business forms should be engineered 
to your specific needs. 


A bank will not have the problems 
of an insurance company. A bus line 
will demand forms that a grocery store 
finds unnecessary. A corporation with 
many branches requires a treatment 
all its own. Moore knows this, and 
designs accordingly. 

The Moore representative is a form 
specialist. He will study your business 
forms, in co-operation with members 
of your organization. Then he will 
recommend for your needs. 


AMERICAN SALES BOOK CO., INC., NIAGARA FALLS AND ELMIRA, N. Y. 
PACIFIC MANIFOLDING BOOK CO., INC., EMERYVILLE; LOS ANGELES, CALIF. 
GILMAN FANFOLD CORP., NIAGARA FALLS, N. Y. 


COSBY-WIRTH MANIFOLD BOOK CO., MINNEAPOLIS, MINN. 

MOORE RESEARCH & SERVICE CO., INC., NIAGARA FALLS, N, Y. 
SOUTHERN BUSINESS SYSTEMS, INC., ORLANDO, FLA. 

MOORE BUSINESS FORMS, INC. (New Southern Div.), DALLAS, TEX.; ATLANTA, GA. 


In Canada—Moore Business Forms, Ltd., succeeding Burt Business Forms, Ltd., Toronto 
Western Sales Book Co., Ltd., Winnipeg and Vancouver 
National Sales Check Book Co., Ltd., Montreal 


é, 
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The ten companies below have long 
been under Moore ownership. Now 
they combine under the Moore name 
— without change in ownership, man- 
agement or policy. 

To find out, without any obligation, 
what Moore can do for your business, 
get in touch with the nearest Moore 
division, as listed below, or its local 
office. Moore is ready to supply you 
with everything from a simple sales 
book to the most elaborate forms. 


MOORE BUSINESS FORMS, inc. 


ADV. BY N. W. AYER 


In writing to advertisers please mention The Burroughs Clearing House 
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By CHARLES R. ROSENBERG, sr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Joint Savings Account 


A savings account depositor in a 
Pennsylvania bank requested the bank 
to change the account to a_ joint 
account of himself and his wife. This 
was done by having the wife sign a 
signature card and the bank’s chang- 
ing its records so that the account 
stood in the names of the original 
depositor “or” his wife. The bank 
made a corresponding change in the 
deposit book. 

Ten years thereafter the wife be- 
came insane and was committed to a 
state asylum. The husband then re- 
quested the bank to exclude his insane 
wife from the savings account. This 
the bank did by canceling and striking 
out her name from its records and 
from the deposit book. Later, the 
husband died survived by his insane 
wife, for whom a guardian had been 
appointed. 

The balance in the savings account 
was listed by the husband’s executor 
as an asset of his estate. The surviv- 
ing wife’s guardian claimed it on the 
ground that it passed to her at her 
husband’s death as the surviving 
tenant by entirety. A curious feature 
of the case was that the depositary 
bank was both the husband’s executor 
and the wife’s guardian. 

The Supreme Court of Pennsylvania 
ruled that the savings account be- 
longed to the surviving wife and hence 
must go to her guardian. Criticizing 
the bank both for its action in attempt- 
ing to delete the wife’s name from the 
account and in assuming inconsistent 
positions as the husband’s executor 
and the wife’s guardian, the court said: 

“When the husband changed his 
savings account to his name ‘or’ that 
of his wife, an estate by the entirety 
was created. It is immaterial that the 
funds formerly belonged to the hus- 
band and the wife made no deposits 
or withdrawals. An estate by the 
entirety is a form of co-ownership in 
real and personal property held by a 
husband and wife with right of surviv- 
orship. It is well established that an 
estate by the entirety may only be 
destroyed or terminated by the joint 
acts of husband and wife and not by 
the act of one of them. 

‘“‘When the husband created the 
estate by the entirety he was without 
power to destroy and terminate it by 
merely causing his wife’s name to be 
stricken from the account. The wife 


was insane at the time and was there- 
fore without capacity to consent, either 
expressly or impliedly. 

“The incident of survivorship re- 
mained. Upon the husband’s death 
the estate (in the savings account) 
passed to the wife as survivor. 


“As the bank is before us in a 
fiduciary capacity we must note that 
its required acts as guardian and also 
as executor involve conflicting interests 
that should not be assumed by the 
same fiduciary. The conduct of the 
bank in striking the wife’s name from 





31 NASSAU STREET 





Federal Intermediate Credit Bank 
Consolidated Debentures Offer... 


Safe Employment 
for Reserve Funds 


EETING the short term investment 
needs of commercial and savings 
banks, insurance companies, industrial, 
railroad, utility corporations, monthly 
offerings of the Debentures are readily 
received. Purchasers of these joint and 
several obligations of the twelve issuing 
banks may thus earn a fair income on 
otherwise idle cash balances, with assur- 
ance of principal available on matu- 
rity dates selected. The Debentures also 
enjoy broad secondary marketability. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


Further information may be obtained from 
CHARLES R. DUNN, Fiscal Agent 


New Yor«k 5, N. Y. 
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the account was unjustifiable; it was 
its duty as guardian to correct that 
wrong; the wrong was done at the 
request of the husband, whose conduct 
the bank as executor was called on to 
defend. We must condemn the as- 
sumption of such inconsistent posi- 
tions.” (In re Gallagher’s Estate, 
43 Atlantic Reporter, Second Series, 
132.) 


o o . 


Executor’s Note 


The executor of a decedent’s estate 
in New York made a loan of $3,800 
from a bank in which the estate had a 
deposit of $5,326.93. He executed and 
delivered to the bank a note for the 
amount of the loan. He wrote “Exr” 
after his signature as maker of the 
note. At the same time he made an 
agreement with the bank pledging the 
estate pass book as security for the 
payment of the note. 

In exchange for the note the bank 
delivered to him its draft for $3,800 
payable to him personally and not as 
executor. He then deposited the draft 
in his personal account in another bank 
and in due course received the pro- 
ceeds. 

When the note remained unpaid at 
maturity the lending bank charged the 
estate account with $3,857.48, which 
was the amount of the principal and 
interest. Meanwhile an administratrix 
of the estate was appointed in place of 
the executor and she promptly sued 
the bank for the amount thus charged 
against the estate account. She con- 
tended that the executor had no power 
to bind the estate by his note and that 
in making its draft payable to him 
personally the bank was put on notice 
of a possible diversion of estate funds 
and was charged with the duty of 
making inquiry as to the necessity for 
the loan and as to the reason why the 
executor desired the draft payable to 
himself personally. For its failure to 
act accordingly, the administratrix 
insisted, the bank breached its duty 
and was guilty of negligence so as to 
render it liable in damages to the 
estate. 

The Supreme Court of New York 
agreed with the administratrix and 
entered a judgment against the bank 
for the full amount charged against the 
estate account, with interest. 

‘**The executor had an absolute right 
to withdraw the deposit,” the court 
conceded. ‘He also had the right to 
direct the payment on checks or drafts 
issued by him of the entire amount 
and the bank would be bound to honor 
them. In neither instance would there 
be any duty imposed upon the bank 
to make inquiry as to the reason for 
the withdrawal of the fund or for its 
disbursement on checks and drafts 
issued by the executor. 
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“How Much?” 


Your product or service can answer that better than the price tag 


Ww does your customer mean when he asks “How 
much?” You can be sure it’s more than how much 
you get for your product or service. What he’s most 
interested in is how much he gets for his money. 


Finding the right answer to the customer’s “How 
much?” is a No. 1 postwar problem, whether you are 
producing or selling goods or services. Ways must be 
found to furnish more for less—if you are to compete 
profitably with others and do your share toward achiev- 
ing full employment. 


That’s our problem, too. When you ask “How much?” 
we realize that our answer must prove that you can 
achieve even greater savings in your business now 
through the use of Standard Register systems of written 
records. ; 


And as we give you more for your postwar dollar, 
we will be helping you give your customers more. For 
better systems are better tools of modern management, 
doing a better job of controlling every operation of 
business, eliminating waste and unnecessary costs. 





See for yourself how well Standard Register ans-vers 
your “How much?”. Phone your local Standard Regis- 
ter representative, today. Ask him to tell you how the 
specialized, exclusive, proven techniques and tools he 
employs insure you the greater values in Standard’s 
systems: effective control of your business and simplifi- 
cation of your paper work. 


If you are not taking full advantage of the facilities 
Standard now offers for detailed, scientific analysis and 
improvement in the design, method of writing or control 
procedure of business form systems— investigate at once: 





THE STANDARD REGISTER COMPANY 


Manufacturer of Record Systems of Control for Business and Industry 
DAYTON 1, OHIO 


Pacific Coast: Sunset McKee-Standard Register Sales Co., Oakland, California. Canada: R. L. Crain, Limited, Ottawa. London: W. H. Smith & Son, Ltd. 








56 


‘What actually occurred, however, 
is unusual. The executor was given a 
loan of $3,800 on a note signed by him 
as executor. There is nothing in the 
instrument to indicate of what or of 
whom he was executor. To secure that 
loan he pledged the estate bank deposit 
of $5,326.93. The bank’s draft was 
issued not to the borrower as executor 
but to him individually. The estate 
had no necessity to borrow any money 
and the bank was chargeable with that 
knowledge. The estate had on deposit 
with the bank an amount in excess of 
the loan. 
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to the bank did not create a liability 
against the estate; it was his personal 
obligation. It never did and never 
could become a liability of the estate. 
The use of the word ‘executor’ after 
the signature of a personal representa- 
tive on a negotiable instrument is mere 
surplusage; he becomes liable indi- 
vidually and not in his capacity as 
executor. 

“Since the note, as a matter of law, 
did not bind the estate, but was solely 
the personal obligation of the executor, 
the bank had no right to appropriate 
to its own use funds belonging to the 


“The note which the executor gave estate in satisfaction of its claim 
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The wise farmer of today isn’t stand- 
ing idly by waiting for what the 
future may bring . . . He knows 
that prosperity for himself and his 
family will come only with sound, 
careful planning and good manage- 
ment of his farm. 

His plan of good management in- 
cludes the use of modern power 
machinery, such as Minneapolis- 
Moline Tractors and farm machines, 
to help him keep his soil in good 
condition and harvest bigger crops 
at less cost on time. MM machines 
enable him to increase the capacity 
of his land with new, improved 
methods and to produce new crops 
with greater profits. 

Local bankers, cooperating with 
the MM Machinery Dealer in their 
community, can do much to make 
new, modern machinery available 
to the farmers in their area, thereby 
benefiting the community as a whole. 


MINNEAPOLIS- MOLINE 


POWER IMPLEMENT COMPANY 


































against the executor individually. By 
doing so, it effectively accomplished a 
diversion of estate funds for which it 
must respond in damages. 

“The bank was also negligent in 
paying the proceeds of the note to the 
executor individually without inquiry 
as to the estate’s necessity for borrow- 
ing, or of the purpose of the payment 
to the executor personally, especially 
when the bank had on deposit money 
belonging to the estate which made 
borrowing unnecessary. 

“The bank insists that it made no 
difference to the estate whether the 
draft was made payable to the execu- 
tor as executor or to him personally. 
The difference is indeed vital. The 
executor deposited the draft payable 
to him personally in his depositary 
bank from which the funds were after- 
wards withdrawn. Had the draft been 
payable to him as executor and had 
his depositary bank permitted such a 
draft to be deposited in his personal 
account, it would have become liable 
to the estate.” (Ward vs. Savings 
Bank, 56 New York Supplement, 
Second Series, 272.) 
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Bank President’s Commission 


A prospective borrower went to a 
Montana bank and talked to its presi- 
dent about making a loan of $60,000. 
The president explained that such a 
loan was beyond the legal loan limits 
of his bank, but said that he had 
connections through which he could 
obtain the money for the borrower. 
There would be a charge or “‘commis- 
sion”’ of 7 per cent to get the loan, he 
added. 

The president negotiated the loan 
from another bank, with his own bank 
participating to the extent of $5,000. 
The borrower paid him $4,200 repre- 
senting his “commission” of 7 per 
cent. Later, a legal proceeding was 
brought to require the president to 
turn over the $4,200 to his own bank. 
His defense was that he negotiated the 
loan as his own private act and out- 


-side the business of the bank. 


“The negotiations leading to the 
loan for which the commission was 
paid,” declared the Supreme Court of 
Montana, “‘were had by the borrower 
and the defendant in the place of busi- 
ness of the bank of which the defendant 
was president and during banking 
hours. 

“The fact that the loan was negoti- 
ated at the bank, with the president 
thereof, and during banking hours, 
with time, contacts and facilities pro- 
vided by the bank, coupled with the 
statement made to the borrower in 
respect to the commission paid, and 
added to the fact that the transaction 
was treated by the lending bank as 











“WV LCUMMING PERFORATOR 


MODEL OO ELectric 


Setting new standards in production and range 
of operation, this newest Cummins perforator 
marks a great advancement in perforating ma- 
chines. Cummins research and development 
engineers have achieved a brilliant success, pro- 
ducing a perforator that is modern in function 
as well as in design. 


Exclusive Features That Distinguish 
Model 300 


ATTRACTIVE APPEARANCE — beautifully 
designed to harmonize with office fittings. 
COMPACT — as small as a desk adding ma- 


chine. 


PORTABLE — easy to move from station to 
station. 


HEAVY DUTY — has the canceling capacity 
of a much larger machine. 


QUIET — smooth running and vibrationless. 


@ SPEED — fast, handles volume of work equal 
to machine many times its size. 


@ AUTOMATIC — inserting papers automati- 
cally operates machine, 


@ QUICK SETTING — characters to be perfor- 
ated can be set quickly and easily. 


@ SAFE — all operating parts are entirely en- 
closed. 


Model 300 automatically cancels checks, drafts, 
savings pass books, bonds, bond coupons, and 
other negotiable instruments as fast as you can 
feed them — permanently protecting you and 
your customers. 


Send coupon for complete information. 


Cummins Business Machines 


Division of A. S. C. Corporation 
Formerly CUMMINS PERFORATOR 


4740 Ravenswood Avenue, Chicago 40, Illinois 


Cummins perforator, Model 300 


Please send me complete information regarding the new 
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being with the original bank and not 
with its president, justify the inference 
that the work was done and the com- 
mission acquired by virtue of his 
employment. 

“Everything which an employee 
acquires by virtue of his employ- 
ment,” continued the court, citing a 
Montana statute, “except the com- 
pensation, if any, which is due to him 
from his employer, belongs to the 
latter, whether acquired lawfully or 
unlawfully, or during or after the expira- 
tion of the term of his employment.” 

The court also cited with approval 
the principle that an officer of a bank 
is not permitted to make an individual 
or private profit out of transactions 
pertaining to the business of the bank. 

“This court has endorsed that 
principle in several cases,” the court 
remarked. 

The action against the president was 
brought in this case by a minority 
stockholder and not by the bank or 
the board of directors. The defendant 
insisted that such a stockholder had 
no legal standing to bring the action 
against him. 

“‘A minority stockholder,” agreed 
the court, “‘cannot prosecute a suit 
founded on a right of action existing 
in the corporation itself unless it be 
shown that a demand has been made 
upon the board of directors for relief 
from the grievance of which he com- 
plains, or that such demand has been 
met by a refusal. However, in lieu of 
such demand and refusal, the minority 
stockholder may show such a state of 
facts as disclose that the demand, if 
made, would have been entirely un- 
availing. 

“The plaintiff here orally asked the 
board of directors to make a demand 
on the president for the return of the 
money. He also presented a resolution 
to the board. Later in the same year 
he orally requested the board to bring 
an action against the president in 
connection with this commission. No 
action was taken. 

“Since the Board of Directors took 
no action and gave no reason for refus- 
ing to do so, the evidence was sufficient 
to lay a foundation for the bringing 
of this action by an individual stock- 
holder. The proof shows that the 
Board of Directors had full knowledge 
of the transaction, or at least that is 
the only legitimate inference that can 
be drawn from the evidence. Proof of 
facts showing a breach of official duty 
on the part of the directors is sufficient 
to warrant relief in a case of this kind 
by the bringing of an action by an 
individual stockholder.” (Sullivan vs. 
Mountain, 160 Pacific Reporter, Sec- 
ond Series, 477.) 


+ ° « 


Non-negotiable Instruments 
Where a written instrument is non- 
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negotiable in form and effect, may it 
be endowed with the characteristics of 
negotiability by agreement of the 
parties? 

The California district court of 
appeal thinks not. : 

“The authors of such writings,” 
said the court in a recent case, “may 
not impart negotiability thereto under 
the law merchant or by statutes. The 
character of negotiability must appear 
not by force of the stipulation of the 
parties that it shall be negotiable, but 
must be implied by law as the result 
of the form and effect of the instrument 
itself. 

“It is statutory in California that 
while a non-negotiable written contract 
for the payment of money may be 
transferred by endorsement conveying 
thereby all rights of the assignor 
thereunder, yet it is subject to all 
equities and defenses existing in favor 
of the maker at the time of the en- 
dorsement.”” (Hollywood State Bank 
vs. Wilde, 160 Pacific Reporter, Second 
Series, 846.) 


‘*Bad Faith’’ on Part of Bank? 


When a bank discounts a note for 
the payee and later has occasion to sue 
the maker, the defendant may allege 
that the bank is not a holder in due 
course because it took the instrument 
under such suspicious circumstances 
as to constitute bad faith. Of course, 
if such “bad faith” can be shown, the 
bank cannot maintain its status as a 
holder in due course, under the provi- 
sions of the Uniform Negotiable Instru- 
ments Law. 

Discussing this question of ‘“‘bad 
faith” in the taking of a note, the 
Superior Court of California, Appellate 
Department, recently said: 

“It is the general rule that a trans- 
feree, purchaser or assignee of a 
negotiable instrument, where there is 
nothing about the circumstances at- 
tending the negotiation to excite sus- 
picion, is not called on to make inquiry 
in order to avert the imputation of bad 
faith. Generally, mere knowledge of 
facts sufficient to put a prudent man 
on inquiry, or mere suspicion of a 
defect, does not disqualify a purchaser 
from becoming a holder in due course 
unless he is guilty of bad faith, but 
they may evidence bad faith. 

‘*‘A purchaser cannot shut his eyes 
to the surrounding circumstances, and, 
where the circumstances are so cogent 
and obvious that to remain passive 
would constitute bad faith, or are such 
as to justify the conclusion that the 
failure to make such inquiry arose 
from a suspicion that inquiry would 
disclose a vice or defect in the instru- 
ment or transaction, such purchaser is 
charged with knowledge. 
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“Intentional ignorance, such as a 
willful evasion of knowledge of the 
facts, constitutes bad faith disqualify- 
ing a purchaser from becoming a 
holder in due course. Where circum- 
stances which put him on inquiry are 
within his knowledge, he is chargeable 
with knowledge of all facts which an 
inquiry would have revealed. 

“It has also been held that a pur- 
chaser is not charged with the duty to 
make inquiry by the fact alone that he 
had knowledge of the want of honesty 
in business matters of the party from 
whom he received the instrument. 
But with other circumstances that may 
show bad faith.” (Stiller vs. Rogers, 
159 Pacific Reporter, Second Series, 
457.) 
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Holder Without Interest 
May Sue 


The legal rights of a holder of a 
negotiable note were rather emphati- 
cally stated by the Supreme Court of 
Illinois in a recent case. 

“While it is true in the present 
case,” said the court, “‘that there is no 
competent proof that the plaintiff was 
the owner and holder of the notes, the 
notes were payable to bearer and were 
in the hands of plaintiff’s attorney 
when suit was filed. The rule is that 
possession of bearer paper is prime 
facie evidence of title thereto. 

“We have held that an individual 
may be the holder of a note and as 
such maintain a suit thereon, even 
though such holder has no beneficial 
interest in the note.” (Joslyn vs. 
Joslyn, 54 Northeastern Reporter. 
Second Series, 475.) 
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FRANK 
C. RATHJE 


(CONTINUED FROM PAGE 17) 


cents an item for deposits, and five 
cents for each check written. 

The special checking account service 
was established in January, 1941, and 
has shown a yearly growth of from 
1,500 to something over 2,000 ac- 
counts. The bank’s experience with 
these accounts has been entirely favor- 
able. Experience has not varied 
greatly, either in any misuse of the 
service or in the percentage of accounts 
opened and closed, from that with 
regular checking accounts. 

A somewhat similar special checking 
account service was inaugurated in 
September at The Mutual National 
Bank. In this service, the bank sells 
a check book of twenty checks for 





$1.50. At the end of the first month 
the bank had 200 accounts. 

The banking floor of Chicago City 
Bank is a busy one, as may be seen in 
the accompanying picture. It is well 
provided with tellers to meet Mr. 
Rathje’s concept of prompt, courteous 
service. The bank has a total, but 
not all on the banking floor, of four- 
teen commercial tellers of whom eleven 
are women and three men. This in- 
cludes the night depository teller and 
one bulk deposit teller. In addition, 
the bank has four women tellers for 
large deposits delivered by Brink’s 
Incorporated. It also has nine women 


savings tellers, and tellers handling 
other activities. 

At the rear of the bank is an auto- 
mobile drive-up window. This also is 
a busy spot, accommodating 150 to 
175 customers a day. It is equipped 
with an amplifier so that communica- 
tion is easy between customers and the 
teller. A similar drive-up window was 
recently opened at The Mutual Na- 
tional. 

In the basement of the Chicago City 
Bank is a modern safe deposit depart- 
ment, operated with proper safeguards 
for customers and the bank. It was 
recently enlarged and today boasts a 
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total of 16,292 boxes. All are rented 
except a few in preparation for new 
renters, and the bank has 900 waiting 
applicants. 

On the mezzanine is a department 
for issuing war bonds, and also a 
department for consumer credit and 
installment loans. Plans are currently 
in process for enlarging the latter. 
Mr. Rathje expects the demand for 
consumer credit to expand substan- 
tially and he wants to be ready to take 
care of his customers. 

From the management viewpoint, 
however, Mr. Rathje places a limit on 
the volume of consumer credit, as well 
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as other kinds of credit, that he thinks 
his bank should handle. While the 
bank is anxious to extend consumer 
and other small installment loans to 
customers, and even plans to promote 
them, the policy will be to make them 
on a direct basis, and in the bank. 
That is, the bank will encourage its 
customers to come to the bank for their 
consumer credit requirements but it 
will not make outside arrangements for 
obtaining this class of business. 

On other kinds of credit at Chicago 
City Bank, Mr. Rathje makes alloca- 
tions for FHA mortgages, conventional 
real estate mortgages, and real estate 
mortgages on industrial plants and 
commercial buildings. Allocations are 
the same for each of the three classes, 
and all mortgage loans are amortized. 
Mortgage loans on industrial plants 
and commercial buildings are amor- 
tized on an eight-year basis, and 
monthly installments of principal and 
interest are equal to the full rental 
value. 

The purpose of establishing alloca- 
tions to certain classes of loans and of 
the bank’s amortization program is to 
keep the amount of its risk exposure 
within its capital, surplus and un- 
divided profits. This exposure, Mr. 
Rathje believes, should be related to 
capital funds and not to deposits. 
Under the bank’s formula, the risk 
factor diminishes as mortgage pay- 
ments are made. 


S Mr. Rathje assumes the Presi- 

dency of the American Bankers 
Association, he is grateful for the 
honor conferred upon him by fellow 
bankers. With the help of Dr. Harold 
Stonier, the A. B. A. staff and the 
A. B. A. membership it is his inten- 
tion to carry the association program 
forward aggressively. 

He feels that the association was 
particularly fortunate in the leader- 
ship of President Burgess, in having a 
man so well fitted to deal with the 
complex problems of international 
finance, and that both the public and 
the bankers have yet to realize fully 
his contribution to the improvement 
in the Bretton Woods legislation. 

Currently, Mr. Rathje feels that the 
success of the Victory Loan Drive is a 
vital responsibility of the banks. He 
realizes that the quotas this time will 
be more difficult to reach than the 
quotas in previous drives, and asserts 
that the Treasury War Borrowing 
Committee and the A. B. A. Commit- 
tee on War Bond Drives will need the 
full support of the membership. 

Beyond this, and of first importance, 
is the matter of service to war veterans. 
Mr. Rathje emphasizes that the banks 
must help the veteran to re-establish 
himself in civilian life. They must 
welcome the returning veteran to their 
own banks. They must be ready to 


counsel with him as he prepares to 
enter business, to return to farming, to 
buy a home or at any time when he 
seeks the banks’ services. Many 
banks, it is recognized, already are 
co-operating with local groups devoted 
to the veteran’s interest. 

Mr. Rathje is keenly aware of the 
dissatisfaction with the operation of 
the Veterans’ Readjustment Act, com- 
monly known as the G. I. Bill of 
Rights. The law is not clear or practi- 
cal, he states, and as a result, the 
regulations have been complicated. 
There have been many suggestions 
that the law be amended or over- 
hauled, and he believes that organized 
banking should take a leading part 
in this. 

In revising the law, he believes that 
every effort should be made to attain 
three objectives. 1. It should be a 
fair, economically sound law so far as 
government is concerned. 2. It should 
be equitable to all of the veterans. 
Every effort should be made to avoid 
unfair preferences. 3. It should pro- 
vide for practical administration by 
all lending agencies, to the end that 
all banks in the nation can function 
uniformly under its terms. 

Another essential, Mr. Rathje points 
out, is the financing of peacetime busi- 
ness. Reconversion must and is being 
financed, but, beyond that, business 
must be assured of continuing credit. 
Banking must not only do its part in 
maintaining a sound and prosperous 
economy, but it must also do its full 
part in maintaining a land of oppor- 
tunity and freedom of private enter- 
prise. Small business in particular 
must have the assurance of adequate 
credit if opportunity is to be pre- 
served. 

With the war’s end banking can well 
afford to appeal for a re-establishment 
of the philosophy of thrift. The 
accumulation of capital is just as 
necessary to a sound economy in the 
future, Mr. Rathje states, as it proved 
essential in the prosecution of the war. 
The encouragement of saving is the 
basic function of banking. 

He feels that the A.B.A. should 
continue its record of progress of recent 
years in other important departments. 
Bank legislation will require consider- 
able attention. Studies and research 
should go forward on consumer credit, 
mortgage lending, and loans to small 
business. The agricultural programs, 
the educational functions, the em- 
ployee and public relations programs 
are all of major importance: The 
studies of banking costs and. service 
charges, and many other activities are 
proving of substantial help to many 
members. 

He hopes that the time will come 
soon when meetings of the membership 
may be resumed and may be planned 
for various sections of the country. 
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As President of the A. B. A., Mr. 
Rathje aspires to merit the confi- 
dence of the entire membership, of 
small banks, of medium sized banks, 
and of big banks. To aid him in 


e 


making his work most effective he 
has visualized an average bank. To 
keep this bank constantly in mind, he 
feels, is likely to achieve the greatest 
good for the greatest number. 
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SAVINGS VERIFICATION 


(CONTINUED FROM PAGE 19) 


covered as a result of the audit. For 
instance, we have an account in the 
name of an estate, on which verifica- 
tion was returned as not deliverable. 
Further checking disclosed that the 
executor has also died. The Probate 
Court records do not list our account 
in the inventory and show that most 
of the beneficiaries live in Europe. 
We are still working on this account 
and hope to clear it up before very 
long. 

The audit helped immeasurably in 
bringing our savings accounts up to 
date insofar as addresses are con- 
cerned. A total of 389 verification 
slips, or more than 10 per cent, were 
returned with address corrections. 
This did not include the large number 
on which a postal zone number was 
added. We also had 180 verifications 
returned by the post office as not 
deliverable, and were able to find 
correct addresses for 170 of these. 
The new addresses were located by 
search of city and telephone directories, 
by clews obtained from information 
on signature cards, by telephone calls 
to the present occupant of the address, 
by personal knowledge of employees, 
by telephone calls to former places of 
employment, and by similar strata- 
gems. When all other efforts failed, 
we “flagged” the account. In a num- 


ber of cases the customer came in and 
we asked for the new address. Put a 
smart employee on this job and results 
will follow. 

When we decided that virtually all 
the returns were in that could be 
expected, the slips were again sorted 
numerically and desired result No. 5, 
verification of the signature file, was 
obtained by checking signatures on 
the slips with the signatures on file. 
We found a few cases where the signa- 
ture card was not in the open file, but 
had been placed in the closed account 
file. The reverse side of each signature 
card on which a return was received 
was stamped with the date of the 
audit. If we do not make a regular 
five- or ten-year program of savings 
account verification, we may decide 
to make a special effort to obtain a 
check of those accounts on which no 
reply was received this time. 

Our cost for the audit was six cents 
per account for postage, plus the cost 
of forms and envelopes. No extra 
compensation was given to the officers 
other than money for their meals. 
The total cost was under $300, or a 
little less than ten cents an account. 

For this small cost we accomplished 
five important verifications. Admit- 
tedly our department is not large, 
but if I were the responsible officer of 
a much larger department or of a sav- 
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ings bank I would not hesitate to 
tackle the job for all savings accounts, 
by checking them in groups of 3,000 
to 5,000 at a time. This could in fact 
be made an annual process, covering 
all accounts over a period of years. 

From our experience, we believe the 
results obtained are well worth the 
cost and effort. 
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FARM EQUIPMENT CREDIT 


(CONTINUED FROM PAGE 22) 


my belief that very often farm equip- 
ment financing is declined because of a 
lack of information giving all the facts 
in the situation, probably due to some- 
one being too busy to take the time 
necessary to get the complete picture. 
Many times we have been able to 
handle such a transaction by re- 
writing the original terms or bolstering 
the security, and by revamping so- 
called less desirable propositions so 
that the conditions are acceptable to us. 

In addition to financing loans for 
farm production equipment in the post- 
war years, banks would do well to 


* 


consider other possibilities. We can 
look forward to increased rural electri- 
fication, which was interrupted by the 
war. This will bring many opportuni- 
ties for financing construction of more 
modern homes, and sales of home 
appliances, such as refrigerators, wash- 
ing machines, ironers, ranges, heating 
and cooling equipment, etc. 

Another field of opportunities will 
be for better farm buildings. The size 
of the potential market for farm 
structures during the first decade of 
peace is estimated by agricultural 
engineers to be from $500 million to 
as high as $2 billion annually. 
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A CAGEY TRAP 


(CONTINUED FROM PAGE 23) 


Mr. Clutchbill leaned slowly for- 
ward and dropped his voice to a 
whisper. ‘Some of us might not be 
working for the old Ferndale National 
any more. Burdock Stinger is staying 
only one day. I’ve got to think of 
something before morning.” 
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THE SALES JOB 
IS COMING UP 


Back in 1921 salesmen were falling 
by the wayside because they had be- 
come soft during the “seller's market” 
which came to an abrupt end in 1920. 
The difference between refusing busi- 
ness in 1919 and scrambling for it in 
1921 brought out the weaknesses and 
strength of men who had to make a 
living selling. History repeats itself,and 
it may not be long before we who sell 
for a living may have to fight for what 
we get. To be conscious of that now 
is to be prepared for the challenge. 


Throughout the past four years 
DeLuxe people have never been 
allowed to forget that the best way 
to get orders in after the war was to 
et them out during the war. Our 
ee postwar salesmen are the people 
in our plants who have kept their 


thoughts focused on service during 
this long, trying period. We are not 
too smug about the deliveries we 
have been making, but we are mighty 
grateful for the effort and if by chance 
our men in the field are successful in 
meeting the postwar challenge, it 
will, in large measure, be because the 
people in the plants backed them up 
when they needed it most. 


We hope our sales staff will soon be 
back in the field doing the work they 
like to do. We await impatiently those 
who have been on leave with the 
armed forces and we are anxious to 
release for full-time sales work those 
who have remained on the job and 
who have spent so much of their 
time in work clothes helping us to 
fulfill our service obligations. 
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““We’ve got to cage that bird, that’s 
what we’ve got to do, Mr. Clutchbill.” 

Suddenly the old director sat up- 
right in his chair. “Cage him? Cage 
him? Not him but that big trout. 
Something has come to me.”’ 

Mr. Clutchbill scrambled to his feet 
and in a few moments was plodding 
briskly down a lane to the small white 
cottage of his old crony Cal Bannister. 

When he stepped through the open 
entrance to the woodshed he dis- 
covered Mr. Bannister sitting on a 
chopping block with both hands tucked 
up close to his eyes. 

“Hello, Cal. Making a trout fly?” 
Mr. Clutchbill’s glance wandered to a 
bonnet of Mrs. Bannister’s, sporting a 
few brilliant feathers. 

“I be, Aaron, I certainly be. That 
six-pounder over in the Bridge pool 
got my Jock Scott which my nephew 
in Quebec sent me last Christmas. 
That trout’s wearing it in his beak 
mighty proud, and I’m going to get 
it back.” 

“Not with fly or bait. There isn’t 
room for another hook in his jaw,” 
pronounced Mr. Clutchbill with a firm 
voice. ‘I’m out after that trout, too. 
We’ve got to cage him.” 

“Cage him! Yuh can’t cage a 
trout, Aaron.” 

“I’m not so sure. Haven’t I seen 
some old cage around here?”’ 

“Why, there’s Gabriel’s old cage. 
You remember my split-tongued crow, 
don’t yuh? I had to let him go, he 
got so he’d swear so loud and run me 
down in front of folks. I’ll show you 
the cage.” 

Mr. Bannister reached up with a 
rake in the far twilight of the shed and 
unhooked from a beam a large, dome- 
shaped parrot’s cage. 

“Just what I want,” mused Mr. 
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Clutchbill. “‘How’s the door work?” 

*““She’s on a spring latch.” 

Mr. Clutchbill chuckled. ‘Then if 
the trout went in and we could get the 
door shut, we’ve got him.” 

“Yeah, but the trout won’t go in, 
Aaron. Trouts are skittish critters.” 

“IT got an idea he might if we make 
it inviting. I’m taking a fellow to the 
Bridge pool in the morning who’s got 
to be entertained whilst he’s there, 
and he’ll be so excited if he gets this 
trout he won’t know his front name 
for four days. Otherwise he’s liable to 
pester us at the bank, you understand. 
Now I will explain the campaign of 
war. You leave the cage door open, 
tie a long fishline on it and sink the 
whole works right between those two 
big boulders just above the bridge at 
the pool. It won’t be noticed .. . lots 
of junk gets washed in there. You be 
over there on the bank above the 
bridge fishing in the morning. We'll 
be sitting on the bridge amongst the 
regular customers. If the trout goes 
in I’ll raise a hand. You snap the 
cage door shut with the line which is 
hitched at one end of your pole and 


the other to the cage door. It'll be 
worth a fiver to you.” 
“T’d as leave try it, Aaron. I cer- 


tainly admire how you’ve worked it 
out on paper, but when you go into 
the meat business in a big way it takes 
a pile of lucky tokens.” 


HAT evening Mr. Clutchbill made 

his way to the Red Lion Inn. The 
whittled armchairs on the veranda 
held the night’s first shift of loung- 
ers, and Mr. Clutchbill: was gratified 
to observe there sitting near them, 
with shocked and open mouth, Mr. 
Burdock A. Stinger, a thinnish speci- 
men with a small pale-green homberg 
on the back of his head and a pair of 
pink-framed spectacles which brought 
out his freckles like the moonbeams 
on a frog pond. 

Mr. Clutchbill nodded to the scor- 
pion’s nest of gossipers, than sat down 
beside Burdock. 

*““Aren’t you Hiram Stinger’s son?” 
he purred in a silky voice, examining 
with a kindly eye and goatee Burdock’s 
freckled face. 

Burdock Stinger nodded with the 
usual metropolitan suspicion of the 
country. 

‘‘Hm-m, I suppose our broadcasting 
members here have already told you 
about the old walloper in the Bridge 
pool.” 

Burdock’s frosty eyes moved a hair 
to starboard. 

*“Go six pounds, they claim. As a 
great pal of your late father, Hiram, 
I’ve been wondering if you might like 
to lend a hand in hauling out the big 
trout in the morning.” 

Burdock slowly examined Mr. 
Clutchbill from eyebrows to goatee. 





“T have at last come upon a posi- 
tive bait,” announced Mr. Clutchbill 
in a lowered voice. 

Eight pairs of eyes peeled back and 
became frozen on Mr. Clutchbill. 

“T’m planning,” stated Burdock in 
a cool, even voice, “to go into the 
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bank in the morning for a little 
investigation.” 

“Plenty of time, plenty of time,” 
assured Mr. Clutchbill gaily. ‘We 
can get that trout out early in the 
morning . . . it’s the chance of a life- 
time.” 
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Burdock reflected. “I might come 
down for a few minutes,” he hesi- 
tated. 

“It will be an honor,” nodded Mr. 
Clutchbill smiling as he rose. 

News of the coming struggle ran 
over the entire village before the home 
lights went out that night, and in the 
morning each orchestra seat on the 
old bridge over the pool was occupied 
by a citizen holding out an inviting 
rod and line. At 7:45 Director Clutch- 
bill was seen coming down the village 
street with Burdock firmly in tow. 
Both squeezed themselves into the 
row of ancient fishermen who lined 
the edge of the bridge floor. Immedi- 
ately the old director spotted his chum, 
Cal Bannister, peacefully fishing on 
the bank above the bridge. Cal’s line 
together with a clothesline ran into 
the water on a slant which led Mr. 
Clutchbill’s eye to the old bird cage 
nesting quietly with open door between 
two boulders. It was situated in the 
direct line of travel of any hysterical 
trout swimming upstream after an un- 
pleasant experience downstream. 


ME. Clutchbill placed in Burdock’s 

hands a powerful pole and line 
weighted with a heavily baited hook and 
sinker. It was at this time a patriarch 
with one eye began examining Burdock 
who was crowding his elbow. While 
feeling around with his eye he uncon- 
sciously twitched up his pole. In- 
stantly it was almost yanked out of 
his hands. Stimulated by this mysteri- 
ous circumstance he snatched back- 
ward in an effort to save his private 
property. Abruptly his old bamboo 
pole bucked and began shivering. 

“You got him! You got him, 
gramp!”’ screeched wildly from tense 
throats along the bridge. 

Mr. Iry McFidd put all of his 
seventy summers of hay pitching 
into a hysterical lift. Three tomato 
cans turned over on the Branch bot- 
tom. On the heels of it came a smash- 
ing splash of white spray, then some- 
thing snapped with a pop and Mr. 
McFidd went into a back somer- 
sault. 

Mr. Clutchbill let go a deep breath 
of relief; the six-pounder had broken 
loose again, and sporting a new hook 
in his jaw, started upstream in a spasm 
of alarm. Darting between two boul- 
ders, he disappeared from the human 
eye. Realizing the great trout must 
have found haven in the cleverly 
arranged bird cage, Mr. Clutchbill 
raised an arm in warning to Cal. 
Mr. Bannister snapped in his line 
closing the subterranean cage door. 

“Come on,” hissed the old director 
in Burdock’s ear, “I think my old 
chum, Cal, has got a holt on him.” 

“I ain’t real certain,” gasped Cal 
as the two came up, “but I think I’m 
hitched to him.” 


“My gosh, Cal! Let Burdock pull 
him out. *Twill be something for him 
to remember for twenty years.” 

“T got an idea he’s on my set line 
here. I was just going to give it a 
snatch.” 

Mr. Bannister placed in Burdock’s 
eager hands a stout alder pole which 
had a line hitched to it that was a 
line. “Just one straight heave, my 
boy!’ he nodded encouragingly. 

Instantly Burdock struck. The pole 
went into a hoop and hung shivering 
over the pool. Burdock’s green hom- 
berg fell off the back of his head. His 
legs slowly began to bow out. 

“Pry him loose! Keep a tight line!’’ 
screamed the gallery on the bridge. 

With slow majesty something began 
rising at the end of Burdock’s taut 
line. It broke water with the abrupt 
swash of a submarine. Inside was a 
thrashing pinwheel. Smashes of spray 
flew out and splashed about the pool. 
The bridge army leaned forward with 
sagging jaws at what appeared to be 
a miracle. A great bird cage with a 
mammoth flapping trout inside hung 
over the pool. 

“Swing him in! Swing him in!’ 
screeched Mr. Clutchbill pawing rap- 
idly with an arm. 

With quivering elbows Burdock 
swung the great prize around to the 
bankside sod. Midst a blizzard of 
flying spray Mr. Clutchbill, Cal, Bur- 
dock and the entire bridge army dove 
in on the flapping trout. 

“‘Ain’t he a walloper!” jerked out 
of the crowd as Mr. Clutchbill lifted 
out the enormous speckled trout. 

“There’s my Jock Scott fly,”’ yelped 
Mr. Bannister, snatching his property 
out of the trout’s jaw before any one 
could get it. 

“‘We’re going to take the trout up 
to Nood’s drug store and weigh him!’’ 
announced Director Clutchbill in the 
sing-song voice of a sideshow barker. 


JN fifteen minutes the great trout 
lay on the scales. 

**Six-x-x p-pounds and .. . and four 
ounces!” yelled Mr. Clutchbill crowd- 
ing his spectacles up close to the hand 
on the dial. ‘“‘Follow the crowd to the 
Ferndale National, folks, and see the 
big trout all day. Our largest stock- 
holder, Mr. Burdock A. Stinger, will 
be in charge of the exhibit!”’ 

All day a line of visitors filed into 
the bank’s lobby. When three o’clock 
came Mr. Clutchbill put on his 
spectacles and examined Burdock. 

““You’re tuckered out, son,” he 
pronounced. “I recommend we have 
the Red Lion Inn broil this fish for 
supper tonight, so’s it’ll bolster you 
up for your trip back to the city 
tomorrow.” 

“I guess we'd better,’’ nodded Bur- 
dock in a weak voice as he wilted 
slowly down on a lobby bench. 
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@ e e If you contemplate new quarters, consult 
a designer with a reputation for knowing his mate- 
rials. Only such men know the secret of—and can 


insure—low maintenance costs. 


Combining functional value with eye-appeal is not 
always easy. Frequently, too, initial savings effected 
by the designer are nullified by excessive mainte- 
nance costs. Price alone is no index to future 
maintenance; the cheapest material isn’t necessarily 


the best value. Nor is the most expensive. 


That is why we maintain a corps of purchasing 
experts, who devote their full time to the study, 
purchase and devel- 
opment of. all mate- HOW CAN 


rials and equipment 


we put into a bank’s 








BANKERS 
INSURE... 


maintenance costo? = ad 


quarters. These men, over the years and during the 
war, have worked closely with manufacturers in 
many fields in the efficient and economical applica- 


tion of their products to banks. 


Most important, having completed—on the average 
—a bank contract every 10 days for over thirty years, 
we have acquired a fund of practical knowledge 
about materials, their use and abuse, unequalled 
in the field of bank designing. Already the market 
is being flooded with new products and materials, 
some good, many questionable. Avoid mistakes in 
forecasting maintenance costs... and obsoles- 
cense, which is closely 
related ... by consulting 


us when planning new 


0 or remodeled quarters. 
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Deserve the Best Service 


It is only natural that users who selected Burroughs 
machines for fine construction and fine performance 
look to Burroughs for the finest mechanical service. 


Years ago, in recognition of the fact that no machine— 
however superior in design and construction—can be 
any better than the mechanical service provided for it, 
Burroughs formulated a realistic service policy: The best 
machines deserve the best service. 


The result is today’s highly-trained, experienced service 
organization, whose intimate knowledge of Burroughs 
construction, adjustment and operation is helping more 
users than ever before to keep their Burroughs machines 
at peak operating efficiency. 


Burroughs service is available to the user under either 
of two plans: (1) a Burroughs Service Agreement at a 
predetermined, moderate annual cost; or (2) service 
when requested, at a moderate charge for each service 
as rendered. All work is guaranteed by Burroughs. 


In these times—when good service is so very important 
and generally most difficult to get— Burroughs mechanical 
service is unequaled for efficiency and dependability. 
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e e e The Best Machines 


NATIONWIDE MAINTENANCE SERVICE * BUSINESS MACHINE SUPPLIES 
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